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Incorporation of N. Y. 
Underwriters Agcy. 
Is Well Received 


Agents’ Association Pleased; But 
Some Doubt if Agency Limita- 
tion Will Result 


WILL COMPETITION BE CUT? 


Executives Ask What Will Be Ef- 
fect on Other Underwriters 
Agencies 
The decision a few days ago of the 
New York Underwriters’ Agency to be 
incorporated under the laws of New 
York as “The New York Underwriters 
Agency Corporation,” with $2,000,000 cap- 
ital and $3,000,000 net surplus, contrib- 
uted by the Hartford Fire Insurance 
Co., which had bought a property inter- 
est in the New York Underwriters’ 
Agency many years ago, is of widespread 

interest, but was not a sensation. 

It would have been sensational ten or 
twelve years ago, but the growth of in- 
surance company groups, the tremendous 
financial resources of insurance com- 
panies, the starting of many new com- 
panies in recent years, together with the 
ease with which such companies are 
launched and the fact that the New York 
Underwriters’ Agency Corporation will 
be just as active a competitor in the field 
as was the New York Underwriters’ 
Agency, makes the action of last week 
less epoch-making than was that of 
Henry Evans in 1915 when he directed 
that the Fidelity Underwriters pass out 
of the picture and the American Eagle 
step in. 

Then, too, in May, 1923, the Philadel- 
phia Fire & Marine was incorporated by 
interests connected with the Insurance 
Company of North America for the pur- 
pose of perpetuating the agency plant of 
the Philadelphia Underwriters. 


Agents’ Association Delighted 


While the novelty of underwriters’ 
agencies being incorporated as_ stock 
companies has somewhat worn off, the 
action of the New York Underwriters’ 
Agency and the Hartford is of extreme 
interest to students of the business as it 
brings up the question of.what is going 
to happen to the other underwriters’ 
agencies of the country of which there 
are about 130. Will they be capitalized? 

The news was favorably received all 
along the line. There was particular ex- 
ultation in the offices of the National 
Association of Insurance Agents, as it is 
regarded by the National Association as 
a distinct victory. For years that asso 
ciation has been fighting underwriters’ 
agencies and annexes and has stood be- 
hind many local organizations which 
have had a jam over the appointment 
of agents for these underwriters’ agen- 
cies and annexes and where in a number 
of cities there have been charges that 
local board rules have been violated by 
these appointments. Agents have main- 
tained that underwriters’ agencies and 
annexes are responsible for the multiple 


(Continued on page 26) 




















PHOENIX 


Assurance Company, Ltd., 


of London 
160 William Street, New York 


A corporation which has stood the test of time! 
143 years of successful business operation. 
World-wide interests. Absolute security. 


Excellent Service and Facilities. 


PHOENIX 


Indemnity Company 
7S Maiden Lane, New York 



































SERVICE and BROKERAGE 
DEPARTMENT 


CHAS. F. ENDERLY, Manager 
122-126 William Street, New York City 





FIRE—AUTOMOBILE—MARINE 


INSURANCE COMPANY OF 
NORTH AMERICA 


PHILADELPHIA 


The Oldest American Fire and Marine 
Insurance Company 




















Another Dividend Increase 


Another sizable dividend increase, in 1925—following a sizable increase 
in 1924. Penn Mutual “low net cost” is real!—and it helps the Agent. 


A life insurance prospect should take c o account, while insisting 
on quality, just as he does in buying commodities. Why not? 


PENN MuruaAt low. net cost is notable, and our life insurance service is 
in the first rank of quality. 


In addition to the dividend increase we have further liberalized, and 
simplified, an already splendid contract—a highly intelligible document for 
Policyholders. 


We welcome men and women of ideals, ability, and conscientious 
industry. 


The Penn Mutual Life Insurance Company 
Philadelphia, Pa. 


Organized 1847 











John Hancock Grew 
In All Directions 
During Year 1924 


President Once Reads Figures 
at Annual Meeting of 
Policyholders 


INCOME INCREASE OF 9.5% 
Company Now Has Outstanding of 
$2,032,185,395; Assets of 
$337,381,939 








“The directors report a_ successful 
year.” 

That was the modest way in which 
Walton L. Crocker, the courtly, scholarly 
and able president of the John Hancock 
Mutual Life began his report of the re- 
sults of the year 1924 at the annual meet- 
ing at noon Monday of the policyholders 
of the John Hancock. 

That meeting by the way, is one of 
the most interesting insurance gather- 
ings of the year, the large auditorium 
in the new building of the company be- 
ing packed. In the crowd were holders 
of policies running from the smallest to 
the company’s limit. 

They paid the closest attention as Mr. 
Crocker read the tremendous figures, 

What the president called a successful 
year in brief was this: 

Some of the Gains 

The total outstanding insurance is now 
thirty two millions more than two bil- 
lions, a gain in outstanding insurance of 
more than $168,411,700. The income was 
$85,475,851, a gain of $7,467,466; the as 
sets are $333,197,054, a gain of $33,843,183 ; 
the surplus is $27,607,275, a gain of $5,- 
465,888. The amount of insurance issued 
and paid for last year was $337,381,939. 

Low Mortality 

The company had a low mortality and 
along that line the president said: 

“A low mortality was again the ex- 
perience of the year. This is of a piece 
with our history and indéed with the 
trend of mortality of the entire country 
since the war. The persistence of this 
favorable condition is difficult to ex- 
plain with authoritative finality. More 
than one theory exists, each one satis- 
factory to its proponents; but not one 
of them is convincing upon the question 

the human death-rate 
un Nortar ..s..1ca. The best that in- 
stitutions like ours ¢an do is to be pre- 
pared for the worst and to look forward 
with confidence to the best. We are 
thus prepared and our outlook is op- 
timistic. Meantime we enlarge the 
scope of our efforts in health promo- 
tion for policyholders. While human 
agencies are feeble indeed against the 
destructive forces of Nature, neverthe- 
less the activities of public health author- 
ities and co-operating private agencies 
must be accounted contributory under 
ordinary conditions toward the prolong- 
ing of life. If epidemic disease ever 
again ravages our land, it will be in 
spite of these preventive forces, not for 
their lack. Expense incurred in pur- 
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John Hancock Meeting 





suance of this worthy object, by life- 
insurance companies, seems singularly 
appropriate and justifiable, and this your 
directors believe to be a valid reason for 
all practicable extensions of your com- 
pany’s activities along that line.” 

Continuing Mr. Crocker said: 

“Death and matured endowment claims 
plus other policy payments aggregated 
$32,863,059 for the year or $109,545 per 
day for 300 working days. This brings 
the total amount distributed to policy- 
holders since the company’s beginning, 
including the policy reserve held to their 
credit December 3lst, to the consider- 
able sum of $644,068,203. There was 
some marked increase in the amount 
paid for surrendered policies, particular- 
ly those of smaller average amount, and 
a similar increase was noted in the 
amount of the loans on policies, both 
due, undoubtedly, to the adverse econo- 
mic conditions occurring in certain in- 
dustries and regions of our territory. 

“The underwriting was continued upon 
practically the same liberal basis as in 
1923. It has due regard for the interest 
of present policyholders as well as for 
the strength of our appeal to the general 
insuring public whose needs we may 
serve. As our insurances run from a 
few dollars up to $175,000 on a single 
life and embrace every practical form 
including insurance on under-average 
lives besides disability coverage in many 
cases, and also annuities, we are pre- 
pared to serve all classes and conditions 
in our society. Under a new permissive 
statute in Massachusetts, we are now 
enabled nearly everywhere to issue not 
exceeding $500 on certain plans without 
medical examination—a fact which makes 
that branch of our activity more flex- 
ible and useful without adverse effect 
on the company in general. 

“A notable departure, long contem- 
plated, is in the estab'’ehment of Group 
Insurance which was egun in earnest 
somewhat late in the year. This field for 
useful service will be developed on be- 
half of this company as fast and as far 
as its interest and the circumstances will 
permit. 

The Investments 


“Our investing program during the 
year was marked by much activity. A 
broadening of the city mortgage field 
was a feature of the year’s work, of 
which the advantages already to be seen 
will become even inore manifest in suc- 
ceeding years. 

“In view of the recent liberalization 
of the controlling statutes in Massachu- 
setts, the right was exercised to more 
freely purchase the securities of rail- 
ways and other public service corpora- 
tions as opportunity served. The result 
was to notably increase the company’s 
hols lings in these two elements. 

“The bond and mortgage investments 
made in the year totaled $55,647,784. Of 
this, $23,082,395 was in bonds—a larger 
proportion than for many years. This 
was naturally the result of the attractive 
prices of railway and other public ser- 
vice securities, and the purchase of such 
a comparatively large block upon a fa- 
vorable interest basis was a wise and 
timely thing. 

“The total of the railroad securities 
held by the company at the end of the 
year was $44,003,219.69 book value. 

The other bonds of the Company held 
are as follows: 

Government, State, and Municipal. .$45,302,936.83 
NE PUNO. onan sac dedaconsevacucer 10,255,331.99 


Mortgages 


“The mortgages are divided into $162,- 
764.708 on farm property and $15,244,- 
402 on city property. In view of the 
adverse crop conditions in certain agri- 
cultural areas noted in the report on the 
year 1923, it could not be expected that 
a perfect interest collection on farm 


mortgages could be made, or that fore- 
closure could be altogether averted. Of 
earned on such mortgages, 


the interest 


Eaton Reviews Work 
Of General Agents 


COMPANY’S CIVIL SERVICE 


No Advancement, Except From Its Own 
Ranks; Number Of Agents and 
Average Size Of Policies 


Robert K. Eaton, vice-president of the 
John Hancock, at the convention of the 
general agents of that company this 
week, gave interesting facts and figures 
about the company’s 1924 record. 

The company has under contract 1,737 
producing agents in the general agen- 
cies. An analysis shows that their busi- 
ness was divided among the organization 
as follows: 


Three hundred and -ninety-eight whole- 
time agents produced $35,982,774—41.7% 
of the total production, and an average 
per man of $90,309. 

Nine hundred and fifty-nine part-time 
agents produced $16,763,975—194% _ of 
the total production, and an average per 
man of $17,470. 

Three hundred and eighty brokers and 
agents of other companies produced 
$13,459,468, 15.6% of the total production, 
and an average per man of $35,419. 

In 1924 the company entered three 
new states—Kansas, Washington and 
Oregon—and established a second gen- 
eral agency in Chicago. 

In making five general agency ap 
pointments last year, the company con- 
tinued to adhere to its well-established 
policy of civil service, to which it is com- 
mitted, in promoting men from its own 
ranks, men imbued with the John Han 
cock principles and traditions. There 
has not been a single instance during 
the past seven years where the company 
has deviated from this policy, notwith- 
standing the fact that there have been 
appointed during this period twenty- 
eight general agents and nearly seventy 
superintendents, and said Mr. Eaton, 
“We believe that there is no one thing 
that is a greater incentive or encourage- 
ment to our agency body than this prac- 
tice of civil service, as it has grown to 
recognize and know that when an op- 
portunity for advancement occurs, either 
for a general agency or a_ superin- 
tendency, a John Hancock man will be 
selected.” 


Tribute To Indianapolis Agency 


In discussing the type of men who be- 
come general agents, Mr. Eaton said: 
“We wish again at this time to 





there was collected 96.86 per cent. There 
is upon the books $1,434,278 worth of 
foreclosed property, equal to nearly 9/10 
of one per cent. of the total farm in- 
vestment stated at the beginning of this 
paragraph. This unusual © situation 
creates no anxiety, being due to an 
acute crisis and not to a chronic or in- 
herently weak condition. The physical 
character of the properties involved is 
excellent. They are being sold on ad- 
vantageous terms, and their complete dis- 
posal without ultimate loss is believed 
to await only the fullness of the economic 
recovery that is now becoming apparent 
in the regions involved. 

Notwithstanding that the interest rate 
upon farm loans has materially fallen, 
the average return of 5.47 per cent was 
earned during the year on the entire 
sum of the mean invested assets. This 
is a good rate, fair to both borrower 
and lender. It is our obvious duty to 
invest the policyholders’ money to pro- 
duce the best income which can be 
secured consistently with the high stand- 
ard required by our laws and our own 
ideals and without imposing unreason- 
able terms upon borrowers desiring and 
deserving accommodation from an insti- 
tution like this.” 


strongly impress upon you the responsi- 
bility which rests upon you to be in a 
position to furnish the company, when 
called upon, with men who have the ne- 
cessary qualifications to fill the position 
of general agent. Some few of our 
agencies have at the present time men 
who are in line for advancement, and who 
we feel will shortly develop to a point 
where we would feel justified in recog- 
nizing their services. It is somewhat 
interesting to note that fourteen of our 
general agents are men who were either 
developed in the Indianapolis agency, 
or subsequently by general agents who 
were originally connected with that 
agency. 

“As you know, many of our general 
agency appointments have been given to 
our agency supervisors, whose experi- 
ence in organization work under the 
diection of the general agent, such 
as handling, developing and _ assisting 
agents, and which requires adminis- 
trative ability, especially qualifies them 
for this position. In looking over our 
records recently, we find thot fourteen 
of our general agents were formerly 
agency supervisors, so that while their 
employment in agencies where the con- 
ditions are such as to require their ser- 
vices is an item of considerable expense 
to the company, on the other hand, they 
have become a valuable asset as a 
medium for furnishing material for 
future general agents.’ 


Averaged-Sized Policies 

A brief review of the records of the 
general agencies for the year 1924 
shows that the average-sized policy is- 
sued during the past year of the general 
agents was $3,063, against $3,553 in 1923; 
the average of the superintendents, 
$1,405, against $1,357 in 1923, making the 
company’s average, $1,907, against $1,813 
in 1923, an increase of $94 per policy. 

Term policies converted total $4,897,- 
000. 

Twenty-six per cent. of the general 
agents’ business was written on old 
policyholders, as against 12% for the 
superintendents.” As some ot the com- 
panies write between 60 and 70% of 
their total business on old members, and 
quite a number between 40 and 50%, 
we feel that there is a very wide field 
for increasing the volume of business to 
be obtained from this source,” he said. 

Continuing a review of 1924, 20% of 
new business written was with the Dis- 
ability and 19% with Double Indemnity. 

New business issued in 1924 is divided 
under different plans, as follows: 


Cedinaety THE. csccsscrcsccrsavaceusescese iss 34% 
Jife, 20 and all other limited payment 
PON ns cthncouk ch vaca cen concenoeteaiasices % 
20 yr. Endowment and other Endow- 
SCE TNE ss 0.6cccknnscdssadncauascascces 15% 
DRL SO RRS EOI nisac caccossedeatnckesinias 13% 


SHOWS BIG FIELD FOR GROUP 
Three Billions In — In Country 
Covering Three Million People; 
Large Percentage Not Covered 


C. F. Glueck, head of Group Divi- 
sion, John Hancock, gave an interesting 
sales talk to the managers, general 
agents and superintendents of the com- 
pany, at the annual convention here this 
week. The Hancock started the organi- 
zation of its group department about a 
year ago and is making good progress. 

Mr. Glueck said that about three 
billions of group is in force in this coun- 
try, approximately six hundred millions 
of which was written last year, a gain 
of fifteen per cent. There are eight 
thousand employees carrying group in 
the United States, employing three 
million people, and it is estimated that 
more than one hundred and fifty thou- 
sand employers who could carry group 
do not do so. One out of every four 
bank employees is covered under group, 
and thirty of the largest railroad sys- 
tems have that coverage for employees. 

The American Electric Light Associa- 
tion, consisting of fourteen hundred 


Paul F. Clark Gives 
Circularization Views 


LETTERS MUST GET RESULT Ss 


If Agents Don’t Follow Up and Sell On 
Letters They Can’t Get 
New Supply 


Paul F. Clark, who has made a sensa- 
tional success in the John Hancock Mu- 
tual Life bv building in Boston a twelve- 
million-dollar agency in a short time, 
told at the general agents’ convention 
of the John Hancock, on Monday of 
this week, some of his sales methods. 
He started out by giving credit to his 
partners, Earl G. Manning and A. Stan- 
ford Wright. 

Mr. Clark said that a general agent to 
succeed must have a definite goal and 
that a quota should be fixed by the gen- 
eral agent himself. When he came to 
Boston from Baltimore he was told that 
a fifteen-million-dollar agency was ex- 
pected of him inside of five years, and 
he was confident that that could be ac- 
complished. The E. A. Woods Agency 
of Pittsburgh, which had a fifty-million- 
dollar goal, has reached it, practically, 
and is now out to pass a hundred million 
dollars by 1930. 


Surplus Business Dropping Away 

Mr. Clark told the general agents that 
the future was going to see the general 
agents depending more upon themselves 
and their own organizations. He gave 
a rather pessimistic picture of what will 
happen to general agents who depend 
too much on surplus business. He said 
that the constantly growing life insur- 
ance limits and the increasing number 
of companies which are going into sub- 
standard business would cut down busi- 
ness received from outside sources in 
many offices. 

Mr. Clark said he was convinced that 
the best way for a man to build up a 
general agency is to get men for his 
organization and not to devote a lot of 
time to personal production. He person- 
ally started out not to write any per- 
sonal production to speak of, but wound 
up the year with $205,000, of which 
$125,000 was half a case which he de- 
veloped with an outside broker who had 
come in with an appeal for assistance. 

Mr. Clark believes that a_ general 
agency should continually get new 
agents, drop poor ones, and develop and 
hold the good ones it has, and never to 
stand still. “In looking for agents, keep 
everlastingly at it,’ he said. His own 
turn-over has been only 25%, and he ex- 
pects to cut that down. He gets a lot 
of agents through his own people. In 
fact, in his organization an agent who 
brings in a man is paid $25 in cash, and 
after the new agent has paid for $100,- 
000 he gets another $25. All this de- 
velops team work. 

Not Easy to Land in This Agency 

It is not easy for a man to get into 
the Clark Agency. He has to be pretty 
good and must get by an agency and 
a governing committee of the office. He 
must pay $25 in cash, $19 of which is for 
purchasing text books, and $6 for pre- 
mium on a bond which indemnifies the 
Clark office for $2,000 in case of loss 
to the agency. He must also take the 
training course. Mr. Clark does not use 
drawing accounts. If a man must have 
financial help the agency has a plan by 
which two citizens who know the agent 
go surety for a new agent, and he can 
get a weekly advance, if necessary. So 
far the sureties have not been called 
upon. 

Mr. Clark was very emphatic in say- 

(Continued on page 4) 








members companies, has appointed a 
committee for the purpose of studying 
group life insurance and to select plans 
best adapted to their industry. 
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Office Manager Host 
At Waldorf Dinner 


LESTER J. SAUL’S FINE AFFAIR 





Agents and Office Force Of Perez F. 
Huff Agency As Guests; Other 
Agents There, Too 


The men who are managers of offices 
in Greater New York for general agents 
are a distinct type. Surrounded by 
temperament, enthusiasts and dreamers, 
as well as the common or garden va- 
riety of agent who needs bolstering up, 
it is their job to keep one foot on the 
expense pedal and both eyes fixed 
solidly on the routine of the office to 
see that the wheels go around. Logic 
and facts their guiding stars, the senti- 
mental chords are generally believed to 
be absent from their pianos. 

Imagine, therefore, the surprise in 
these managerial circles when one of 
their number, Lester J. Saul, of the 
Perez F. Huff general agency of the 
Travelers, sent out invitations some time 
ago for a real, sure enough big Waldorf- 
Astoria banquet and dance, all on his 
own initiative and at his own expense. 
The dinner, held Saturday night, was 
attended not only by the producing 
members of the Huff agencv and some 
other prominent agents, but the entire 
office force turned out. The event was 
jolly; the speeches brief; the music and 
entertainment good; in other words, the 
affair was a success in every particular. 


Why He Did It 


“T did it because I appreciate what 
these agents have done for the Trav- 
elers and for the agency,” said Mr. Saul 
to Tue Eastern UNpERWRITER. “They 
include some of the best men and women 
in town, and I am glad they enjoyed 
themselves.” 

Mr. Saul has been in life insurance 
just five years, and all that time has 
handled the machinerv in office. Good 
office managers are difficult to get, and 
Mr. Huff, in a talk at the dinner, ex- 
pressed his appreciation of Mr. Saul’s 
services as well as presenting him with 
a humidor and a cigarette stand and 
ash receiver. The agents in turn showed 
their appreciation of Mr. Saul by pre- 
senting him with a beautifully inscribed 
testimonial. 

From Hartford came Assistant Sec- 
retary J. R. Lacy, who on Saturday night 
set out to break the world’s champion 
Calvin Coolidge (few words) talk record, 
held by Col. James L. Howard, of the 
Travelers, made on December 10 at the 
Insurance Commissioners’ Convention at 
the Hotel Astor. It was fifty words, on 
the subject of the half-premium policy. 
Mr. Lacy did not break Colonel How- 
ard’s record, as he used fifty-five words. 
His Travelers’ training, however, en- 
abled him to make quite a felicitous talk 
for the host of the evening and the 
Huff agency despite its brevity. 

David M. Bressler was toastmaster, 
and among those present were Augustus 
Stone, leader of the Huff agency: 
Harold Refenstein, president of the 
University Life Underwriters; Lew 
Bloom, G. A. Martin, who has recently 
come here from Cleveland; Berman 
Rothschild, Medical Referee Ragan, 
Sara Flock and Mary Shapiro. 


MUTUAL BENFIT FIGURES 





New Paid-For Business Amounted To 
$212,507,000; Assets Now Exceed 
$80,500,000 At End of Year 


The Mutual Benefit Life wrote new 
paid-for business last year amounting to 
$212,507,795, bringing its outstanding in- 
surance in force at the end of the year 
up to the great total of $1,784,000,311. 
This does not include revived and in- 
creased insurance during the year. 

The company closed the year with 
total admitted assets of $388,872,504. 
The total income amounted to $80,568,- 
080. 











Woman 
and 
Child 
is a 
Prospect 
and 
Needs 
Life Insurance. 
No Interviews mean 
No Business! 
Talk to People— 
Lots of Them— 
and 
Remember 
Every Person 
is a 
Prospect 
until 
fully 


Insured 





The Prudential 


Insurance Company of America 
Epwasm D. Durrizia, President 


Home Office: Newark, New Jersey 








Head of Morris Plan 
Insured for $2,000,000 


PLACED BY HENRY H. KOHN 





Arthur J. Morris, Founder of System of 
Industrial Banksy Insured For 
Benefit of Business 


Arthur J. Morris, the founder in 
America of industrial banking, through 
the establishing of Morris Plan banks, 
has been insured for two millions. The 
insurance was placed through Henry H. 
Kohn, manager at Albany for the 
Phoenix Mutual Life. The insurance is 
in favor of the Industrial Finance Cor- 
poration, which is the organizer of Mor- 
ris Plan banks, and also in favor of the 
Industrial Acceptance Corporation, a 
separate corporation which finances all 





A. J. MORRIS 


purchases of Studebaker cars in the 
United States, South America and Eu- 
rope. Mr. Morris is founder and presi- 
dent of both these corporations, and also 
of the New York Morris Plan Company 
and the Morris Plan Insurance Society. 

The New York Morris Plan Company 
has grown in ten years from a modest 
one-room beginning until it has twenty- 
one large branches in the city, financing 
the needs of some twenty thousand cus- 
tomers for twenty-five millions annually. 
It has, moreover, deposits of over eight 
millions, mainly from former borrowers 
who have been taught the Morris Plan 
system of saving. The storv in New 
York is the story throughout the 
country. 

The Morris Plan Insurance Society, 
also founded by Mr. Morris, is a unique 
institution. It is a legal reserve life in 
surance company, organized in the State 
of New York, which functions chiefly, if 
not exclusively, through Morris Plan 
banks by furnishing them an automatic 
insurance service, protecting the lives of 
borrowers by credit insurance, without 
examination, at least in amounts up to 
five hundred dollars. Almost fifty thou- 
sand policies were issued lst year by 
this unusual insurance company. It is a 
pioneer in its peculiar field, and_ its 
growth has not escaped the attention of 
insurance men throughout the country 

Arthur J. Morris has had a pictur 
esque and successful career. He is one 
of the outstanding personalities of this 
country. Though only a young man, less 
than forty-five years of age, he has 
achieved wonderful success in introduc 
ing against, what at first seemed in 
superable obstacles, a system of indus 
trial banking for the mrasses. He has 
made it possible for a poor man of char 
acter to secure money for constructive 
purposes, without collateral, such as 
banks require. 

The first Morris Plan bank was 
started in 1910 in Norfolk, Virginia, his 
home town, and since then the system 
has grown from insignificant beginnings, 
until now, a business of about one hun 
dred and fifty millions a year is done 
by about one hundred such banks dis 
tributed throughout the country. 

Industrial banking has been known 


(Continued on page 8) 
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“Lump Sum” Not 
So Black As Painted 


PLAIN TALK BY ‘COUNSEL Cox 


Warns Agents Against Elaborate Set- 
tlement Cptions Which Are Really 
Trust Company Functions 
Guy W. Cox, vice-president and general 
counsel of The John Hancock, in a talk 
read at a luncheon in Bosten, Tues- 
day, advised the agents present to co-oper- 
ate with local banks and trust companies 
to the end that the latter “may administer 
create” to bring the best 
President Crocker, as is 
had already informed 
that it is not 
a life insurance company 


the estate we 
results to all. 
printed elsewhere, 
agents and general agents 
the function of 


to assume the functions of a trust com- 
pany in the management of an estate. 
The subject of Mr. Cox’s paper was 
“Option Settlements and Life Insurance 
Trusts.” He traced the origin of option 
settlements and their development. The 
option to pay the sum insured at a fixed 
number of annual installments was first 
introduced in life policies about thirty 
years ago. In 1893 there was devised a 


installment policy under which 
would receive a fixed in- 
ome for twenty and thereafter so 
long as the original beneficiary should 
live: and if the beneficiary died there were 
provisions for paying the state. Option 
settlements were first incorporated in John 
Hancock policies in 1901, but it was not 
until] 1907 that life companies generally 
incorporated option settlements in their 


continuot 
the beneficiary 


years 


pe ilicies 


Tendency To Go Too Far 


Mr. Cox said that without doubt the 
option method of settlement has come to 
stay and it renders a fine service, but 


in his opinion “the revolt against lump 
sum settlements “has gone too far in many 
and he tendency to go 
farther still. He pointed out some of the 
difficulties and dangers in pursuing option 
ettlements too far. 

“You are 
you and the 


cases,” notes a 


safe,” he told the agents, “if 

insured will be content to 
keep within the plain and straight-forward 
contractural modes of settlement provided 
for in life insurance policies. The trouble 
begins when the insured and the agent 
insist upon the company making what is, 
in effect, a long and involved trust agreec- 
ment, tying up funds in the hands of the 
insurance company to be administered for 
a long series of years, and through all the 
contingencies resulting from marriages, 
births and deaths among a_ considerable 
number of beneficiaries.” 

Continuing, he said in part: 

“T dare say it was a logical consequence 
of the creation of deferred modes of. set- 
tlement to develop a real insurance trust, 
and there is not the slightest objection 
in principle to such a development, but 
the trust should not be consummated 
through the insurance contract nor should 
the company be the trustee. As a gen- 
eral proposition, life insurance companies 


have no trust departments and are not 
authorized to act as legal trustees. But 
there is no doubt of the company’s right 


to carry out 
ettlements of 


plain contractural deferred 
its policies. 

“T wish to 
that, in. the 
lump sum 
should be 


advise you not to forget 
great majority of cases, the 
ettlement is the only one that 
used and that the interest in- 
come is the last of the options to be used. 
It is still true that at the time of the 
death of the insured in the great majority 
of cases the insurance money is needed 
for immediate use. Aside from the im 
mediately pressing bills occasioned by the 
death, it is often of the utmost importance, 
both to the insured’s estate and to his bene- 
ficiaries, to have the use of the insurance 
funds to pay off a mortgage or to settle 
taxes or other obligations of the estate 


Crocker on Insurance Trust Companies 
and Wills 


President Crocker, of the John Han- 
cock, has sent to general agents this 
statement on the subject of life insur- 
ance trusts and wills: 

To the General Agents: The life-in- 
surance trust, by which is meant a 
trusteeship based upon the proceeds of 
matured life-insurance policies, is of in- 
creasing practical use. Our experience 
vith it is telling us a number of things, 
among them that primarily the perform- 
ance of such a trust, especially one in- 
vested with elaborate provisions or one 
where discretion in the trustee is a vital 
and necessary thing, does not belong in 
the realm of the life-insurance com- 
pany. Our service, of course, is in a 
sense that of a trustee, but as to the 
insurance trust here referred to, our 
plain, straightforward option settlements 
attached to our policies satisfy for the 


most part the desires of our policy- 
holders in a reasonable way without 
trespassing the natural field of other 


financial institutions. 

It is not our province to accept trusts 
involving discretionary power. Such a 
thing can be done most readily by a 
trust company or by a bank having a 
{rust department. Therefore, where our 
insured desires to anticipate possible 
change in the circumstances of his bene- 
ficiary and to give latitude for the exer- 
cise of the trustee’s judgment in that 
event, refer the matter to the proper 
institution. 


A life insurance company is not organ- 
ized or licensed to advise with particu- 
larity as to the making of wills, which 
is a function of the legal fraternity. 
We can help by advising our policy- 
holders to resort to their banks for the 
making of their trusts and to their 
lawyers for the making of their wills, 
and that is what we ought to do as a 
part. of our life-insurance service. We 
can advise, but we must be careful how 
and what we advise. 

3anks, trust companies, life-insurance 
companies are the natural instrumentali- 
ties of thrift and prudence; they are 
necessary to our nation’s economic 
structure. The duty of thrift is to save 
from income and put by in the bank; 
to take part of the accumulation yearly 
for life insurance, and to order the dis- 
posal of the estate. Our pamphlet 
“Estate Conservation and Life Insur- 
ance Trusts” emphasizes the usefulness 
of the banks and trust companies in that 
regard. 

Our recognition of the facts need not 
abridge our proper service to  policy- 
holders in making settlements — safer. 
Therefore, especially as the income prin- 
ciple in policy settlements is growing in 
favor, the agents will continue to en- 
courage the use of the instalment op 
tions in the policies whenever practi- 
cable. Nothing herein should be taken 
as discouraging that legitimate activity 
on our part. 





O’CONNOR’S FOUR VIEWS 
In Hiring Men, San Francisco Manager 
Looks For Combination Of 
Character and Go-Getter 


William B. O’Connor, a Boston man 
who was sent by the John Hancock to 
San Francisco in order to manage the 
general agency of the company there, 
and who has a two-million-dollar agency 
in 1924, built from the ground up, told 
the general agents of the John Han 
cock Mutual Life, in session in Boston 
this week, how he selects men. 


He Is Guided By Four Rules 


One: It is necessary that a man have 
abilitv to make other men like him, and 
then keep on making them like him, all 
of which he boiled down to a statement 
that liking means respect. 

Two: He must have the 
create situations and, after 
them, take advantage of them. 


ability to 
creating 


Three: He must work hard and work 
right. 

Four: He must have the right back- 
ground, which includes general educa- 
tion, experience and wisdom. 

In generalizing, Mr. O’Connor said 


that to inspire friendship and to hold it 
meant that a man must have character, 
and the foundation of character is sin- 
cerity. He said that in addition to all 
these other qualities the agent must be 
a go-getter, and he particularly agrees 
with Darby A. Day, of Chicago, that the 
hiegest keynote of all is earnestness. 
Life insurance is essentially serious, and 


unless a man is serious and earnest he 
cannot permanently succeed as an_ in- 
surance agent. 


to preserve equities. And in those cases, 
it would be highly desirable to have a 


larger insurance fund for these imme- 
diate purposes. 
“The interest income from a_ $10,000 


policy in these days is a mere pittance 
towards the support of a widow or of 
her children, and if the beneficiaries should 
happen to be minor children, a guardian 
will be appointed by the proper court who 
can receive the insurance money and ad- 
minister it for the benefit of the children 
with sufficient safety and with discretion, 


Paul F. Clark 
(Continued from page 2) 


ing that general agents must make their 
men make good. The business is get- 
ting highly competitive and systematic 
training is essential. 

In talking about circularization, Mr. 
Clark said that considerable discrimina- 
tion was shown in this branch of sales- 
manship in his office. Agents who do 
not know how to use circulars, or who 
neglected to make follow-ups, cannot 
get as many circulars to send out as 
those who use them intelligently. For 
instance, a man must produce $500 in 
premiums in ninety days from one pad 
of one hundred circular letters before 
he can get another pad. Letters are 
written on stationery which “looks like 
something.” 

Mr. Clark explained the prospect 
clearing house in his office; after an 
agent is through with the prospect card, 
or cannot do anything more with it, he 
hands it in for the general information 
of the office. Somebody else may have 
more luck. 





and discretion cannot be exercised by the 
life insurance company. 


A Current Ad 


“Do not be misled or allow the insured 
to be misled by such an advertisement as 
the following which I take from a current 
publication advertising insurance trusts: 

“A Chicago commission merchant left his wife 
$12,000 life insurance. On advice of a_ weil 
meaning friend, she invested every cent of it 
in a ‘sure thing.’ Now she gives music lessons 
to the children of sympathetic neighbors. Carry 
all the life insurance you can, but conserve the 
principal and a steady income by creating an 
insurance trust.” 

“Now the largest possible annual interest 
income you could expect this wife would 
have received from this $12,000 fund ad- 
ministered as a trust would be $600, and 
it does not follow that she would not 
have been obliged to give music lessons 
to support herself and her children even 
if she did receive $600 a year during her 
life. Besides, IT have no objection to a 
widow giving music lessons provided she 
is competent and I do not have to listen. 

“Moreover, beneficiaries will not com- 


Steps Necessary to 
Administer Estates 


JOHN HANCOCK COMPILES LIST 


One Of Valuable Selling Documents 
Prepared Under Direction of 
Vice-President Brock 


It was the unanimous opinion of the 
general agents and superintendents of 
the John Hancock, assembled in conven- 
tion in Boston last week, that they are 
under great obligation to Vice-President 
Elbert H. Brock for the fine type of 
sales literature which has been prepared 
during the past year under the direction 
of Mr. Brock. 

One of the best of the documents is 
one called “Estate Conservation and Life 
Insurance Trusts,” and which is partic 
ularly valuable in noting cost of admin 
istration of estates and how life insur 
ance comes in as a prop to conserve the 
estate. 

In this pamphlet is a list of the steps 
necessary to administer an estate and 
to transfer it to beneficiaries. These 
steps are noted herewith: 


Publishing the citation when required 

Making return on the citation 

Having a witness prove the will 

Securing the certificate of appointment 

Giving notice of appointment 

Filing an affidavit of notice 

Executing Federal Estate Tax 
in duplicate within sixty 
is over $50,000) 

Filing dividend orders covering all stocks 

Making out State and Federal Income Tax Re- 
turns of income received by the deceased 
from the preceding January Ist to the date 
of death 

Filing probate inventory or inventory with the 
Tax Commissioner within three months 

Paying Transfer Taxes and securing waivers in 
all States where the decedent had taxable 
property 

Complying with statutory requirements in 
other States preliminary to selling or dis- 
tributing stock 

Ascertaining if the decedent made proper In- 
come Tax returns, and, if not, making them 
out and filing them 

Filing with the Inheritance Tax authorities an 
affidavit of debts and expenses 

Making Federal Estate Tax Returns on Form 
No. 706 in duplicate within one year from 
the date of death 

Collecting all amounts due to the estate 

Paying all proper debts of the decedent pro 
vided the estate is clearly solvent, within 
one year after the date of appointment 

Paying all legacies 

Preparing and filing final account 

Securing approval of all interested, or 
moning them all to court on a citation 

Filing Inheritance Tax receipt or waiver 

Waving final account approved by the court 


All the 


to, even 


of appointment 
Form No. 704 
days (if estate 


sum 


expenses, previously alluded 
where the will is carefully 
drawn by an experienced lawyer, and a 
hank or trust company named as execu 
tor, must be met. Although the liability 
is not absolutely fixed in amount and 
is not pavable on a certain day, it is a 
liability, and one which farsighted men 
and women should prepare to meet. 





plain about insurance companies if they 
are paid the full amount of their interest 
in insurance funds immediately or within 
a few years, while beneficiaries whose 
payments are doled out in small sums 
and the principal is deferred until after 
their death for the benefit of unborn gen- 
erations are not likely to look with favor 
upon insurance companies. As a general 
rule, trustees are not favorably regarded 
by the beneficiaries of trusts. 

“For the support of an insured’s family, 
it would seem unreasonable to request 
any annual interest income settlement on 
a policy of less than $20,000 unless there 
is considerable other property in the es- 
tate of the insured which can be used 
for this purpose. And yet, we often have 
submitted to us such an option settle- 
ment for a policy of not over $5,000. 
I doubt if in any case where the support 
of a family is involved that any deferred 
settlement should be made of a policy un- 
der $10,000 except, perhaps, the settlement 
be for four or five annual payments. 

“Let me remind you that tying up funds 

(Continued on page 5) 
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John Hancock Meeting 





Manning Illustrates 
Estate Conservation 


HANCOCK’S PROGRAM _ IDEA 





It Is One of Most Popular of Company’s 
New Pieces of Sales 
Literature 





Earl G. Manning, associate general 
agent of the Eastern Massachusetts 
General Agency of the John Hancock, 
was the principal speaker at the Gen- 
eral Agents’ Convention of the John 
Hancock on Monday afternoon. 

He described the company’s new life 
insurance program idea of conservation 
of estates. By this program insurance 
estates are summarized, and it is scien- 
tifically pointed out how much insurance 
every man should carry to protect his 
estate. 

“Our experience shows that there 
should be, in every estate, at the death 
of the head of a family, a non-shrink- 
able, income-producing unit which, sep- 
arate and apart from all else, will main- 
tain in comfort those left behind,” said 
Mr. Manning. 

In order to properly program an 
estate, the life insurance agent must 
have all facts regarding the estate, busi- 
ness, income and security holdings of 
his client; also, the names and dates of 
birth of his dependents, or those to be 
provided for. 

He Explains Table 

He explained a sample case as follows: 

“Suppose you had an income of $8,000 
to $12,000 a year. You may have a wife 
and two children, an interest in your 
business worth several thousand dollars, 
investments totalling $20,000 to $30,000 
or more—the total, outside of life in- 
surance, representing a net worth of, 
say, $50,000. 

“Naturally, you would feel somewhat 
satisfied with your situation in life, and 
you would be considered successful. 

“The insurance analyst would show 
you first that your $50,000 estate would 
he subject to several drastic shrinkages, 
in the event of your death, about as 
follows (this is assuming the estate is 
probated in Massachusetts) : 


Inheritance Taxes, approx......-...-..+-0+- $1,200 
Administration Expense..........ccccccsese 2,000 
Income Tax to date of death............... 350 
Pumeral GCEPCHBER, ClO. 6 ciccdccccccsocceses 1,000 
PORCINE kc vicsocebudseteds onsets Kaun 1,000 

MED cccwensncneescanntencoveescedtneaxaad $5,550 


“This would of course, reduce the total 
estate to $44,500. If vour wife is fort- 
unate, she could invest this remainder at 
a 5% net return, giving her a little short 
of $200 a month in income—quite a 
come-down, you might agree, from the 
$8,000 to $12,000 income, which she had 
enjoyed when you were living. 

“The life insurance analyst would sug- 
gest to you that perhaps even that in- 
come would shrink, if not properly in- 
vested, and experience has shown that 
the average woman knows little about 
investing a principal. 

“Looking at the above table again, we 
find that a man on an income of $8,000 
to $12,000 can well afford to lay aside 
from $1,000 to $2,000 a year to guard 
against such a contingency. 

“We suggest that he take $50,000 of 
life insurance, making it payable under 
the deposit option as stated in the 
policy, the principal sum to remain in 
tact. This would give his wife an in- 
come of $200 a month as long as she 
lives, assuming that the company con- 
tinues to pay as at present 344% guar- 
anteed, and an excess of 1.3%, making 
48% in all. 

The following table gives an approxi- 
mate idea of the minimum income, which 
would be reasonable for families now 
living on larger incomes, and the amount 

(Continued on page 8) 


John Hancock To Give Nursing Service 


Will Start in Boston and Later Extend Throughout 
Country; Medical Examinations for 
Ordinary Policyholders 


It was announced by President 
Crocker, of the John Hancock, at the 
meeting of general agents and superin- 
tendents, that the company will give 
nursing service to weekly premium 
policyholders, and there will also be a 
medical examination service for ordinary 
policyholders. The nursing sevice will be 
begun in Boston, later to extend through- 
out the country. 

Later, in discussing the medical ser- 
vice to ordinary policyholders, Vice- 
President Fred E. Nason said in part: 
“First, we propose to give ordinary 
policyholders an opportunity to make a 
written statement regarding their physt- 
cal condition and general habits by an- 
swering the questions contained in a 
form of questionnaire designed to reveal 
any departure from a normal condition. 
Second, in addition, we will offer them 
an opportunity to have an examination 
of urine by the home office laboratory 
staff, which means, of course, a complete 
microscopical as well as chemical urin- 
alysis. Following this examination of 
the urine and consideration of conditions 
as revealed by the answers on the ques- 
tionnaire, a letter will be written in each 
case advising the policyholder of our 
findings. 

“If an apparently normal condition is 
indicated, the insured will be advised 
that the indications are negative. If, on 
the other hand, there is an indication 
of possible disease or improper func- 
tions, the insured will be advised that 
such indications exist. 


“We propose, further, to offer the in- 
sured an opportunity for a complete 
medical examination, at the company’s 
expense, in the following manner: If a 
negative condition is indicated, the in- 
sured will be offered services free exam- 
ination if he desires to further reassure 
himself as to his condition, but if our 
examination and information blank in- 
dicate a condition which suggests the de- 
sirability or necessity of further exam- 
ination and possible treatment, the in- 
sured will be advised to have such an 
examination made at our expense. The 
maximum fee that the company will al- 
low such examination is five dollars and 
insured will be permitted to employ any 
doctor he may select to make the exam- 
ination.” 

The first group to which the medical 
examination service will be extended will 
be to ordinary policyholders of twenty 
five thousand or more. 





DR. ALLEN ON MEDICAL SERVICE 

Dr. Edwin E. Allen discussed the rea- 
sons why the John Hancock had decided 
to give nursing service to weekly 
premium policyholders, and also free 
medical examinations. 

He traced the evolution of medicine 
and how science had cut down disease. 
He declared that there was considerable 
ground for medical science to cover yet 
and made a strong argument for disease 
prevention. 








Connecticut General News 
Hartford, Conn. 





Salary Savings Insurance 


A new and labor saving method of 


furnishing any form of life insurance 


to members of business organizations. 


Only short 


medical 


examination. 


Premiums paid monthly by employ 


ers who deduct them from pay en 


velopes at the request of employees. 


Something new the employer can 


do for his employees without expense 


to himself. 


Many sales in a short time. 


lapse rate. Few 


collection 


Low 


details. 


Maximum commissions. 








Blue-Eyed Agents 
Best, Says R. H. Clark 


HOW BOSTON MAN PICKS MEN 





Looks for Persons With Motivating 
Power; Also With Acquisi- 
tive Instincts 





Robert H. Clark, the leading super- 
intendent of the John Hancock Mutual 
Life in Boston—a man who bears a very 
strong personal appearance to George 
Arliss, the English actor, and who is 
probably as eloquent a speaker as there 
is in the insurance business, told a meet- 
ing of the John Hancock superinten- 
dents this week how he sizes up a man. 
His talk was extremely interesting be- 
cause Mr. Clark’s district embraces the 
poorer sections of Boston. “In fact.” he 
says, “we are on the edge of the slums 
and they are in our district. Many down 
and out men come in and ask us if they 
can become weekly premium agents. 

“The mere fact that a man is unem- 
ployed does not mean that he does not 
deserve employment,” he continued. 

“The first thing I do is to look into a 
man’s eyes. I prefer men with blue or 
grey eyes, because such men have the 
divine spark of motivation. Men with 
brown may have more executive 
ability, but unless a man has the power 
to do 


eyes 


initiative, to 
other words, he 


things on his own 


motivate in will not 
succeed, because he will have difficulty 
in stirring things. 

“T watch the manner 
makes his approach. 


in which he 
There is a signifi- 
cance in the way in which he opens the 
door and how he begins his opening 
speech. Naturally, if he has confidence 
in himself, speaks with authority, he will 
get along better as an insurance agent. 
I look at his shoes to see if they are 
shined. I look at his face to see if it 
is clean; at his clothes to see if they 
are neat; at his manner to see whether 
he makes an agreeable or disagreeable 
impression on people. These are not 
neessarily arbitrary observations, how 
ever, as he may be badly brought up. 

“If he passes the superficial observa 
tory tests I begin an examination of his 
background, which includes his past his- 
tory, where he was born, his education, 
why he is not employed, or why he is 
leaving his present employment. Above 
all, I learn whether he has saved any 
money. He must have a certain trait 
of acquisition. If he has not saved any 
money he is not in control of himself, 
and if he is not in control of himself 
we do not want him. We insist upon 
a cash bond; he must have saved $200. 

“Reverting again to the question of 
eyes, I make note of the wrinkles abou 
his eyes to see if he has perspective 
faculties. I look him over and note 
whether his qualities are those of a de- 
structive nature and, if destructive, 
whether he has benevolent and acquisi 
tional qualities which would offset the 
destructive qualities.” 





Cox On Lump Sum 
(Continued from page 4) 


for long periods after the death of the 
donor is not lightly regarded by the State. 
The statutes of mortmain go back to the 
13th century, and the rule against per- 
petuities and statutes against restraints 
or alienations of property are of ancient 
origin,” 


. 
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New Company Pays For 
$3,000,000 First Year 


VICTORY NATIONAL OF TAMPA 


President S. L. Lowry, Jr., Organized it 
Without Promotion Expense; Some- 
thing About His Personality 


By W.L. Quinlan 

In the Victory National Life Insur 
ance Company, with home office at 
Tampa, the State of Florida breaks two 
records in life insurance, for the paid- 
for business of this new company in its 
first year amounts to $3,200,000, and its 
president, Sumter L. Lowry, Jr., is the 
youngest life insurance company presi- 
dent in this country, being but thirty- 
one years of age at the close of his or 
ganization’s first year. 

Speaking of records, here .is another 
good boost for the Florida climate—the 
Victory National did not have a single 
death among its policyholders its first 
vear! The company writes all forms of 
ordinary life; its territory is Florida. In 
connection with the organization of the 
company, which was accomplished in 
. November, 1923, it has the unusual fea 
ture of having been organized without 
promotion cost. 

President Lowry himself sold the $100,- 
000 worth of stock without any cost to 
the company; the Victory National hav- 
ing a capital of $100,000 and a surplus of 
$100,000. The officers and directors of 
the company are representative business 
men of long experience and the execu- 
tive personnel embraces many well- 
known insurance men. resident Lowry 
is a dyed-in-the-wool insurance man, 
being the son of Sumter L. Lowry, who 
is the oldest, in point of service, life in 
surance agent in the State. 

The younger Lowry was born in 1893, 
so his thirty-one years have been passed 
in the genuine insurance atmosphere. 
He began his career in his father’s of- 
fice, Mr. Lowry being general agent for 
the Reliance Life of Pittsburgh. Young 
Lowry worked for his dad until he en- 
tered service during the World War. 
After the war, he became general agent 
for the National Life of the U. S. A, 
remaining with that company for three 
years until he resigned to join in the 
formation of the Victory National Life. 


$10,000,000 in Three Years the Goal 


President Lowry has set $10,000,000 as 
the goal for the company’s producers to 
shoot at until the company is three years 
of age. By December, 1926, the Victory 
National is expected to have paid-for 
business on its books to the amount of 
$10,000,000. It is the plan of the com- 
pany then to extend its territory to Cuba 
and the Gulf States, as the Victory Na- 
tional will then be leading all other com- 
panies in Florida in paid-for business. 

At present there are thirty-five life 
insurance companies entered in the State, 
and the largest amount of paid-for busi- 
ness by any one company doing business 
here is a litthe more than $7,000,000. 
According to the present plan of the 
Vivtory National, it will not enter any 
other State until it is leading all other 
companies in Florida business. 


Climate Attracts Agents 


The Victory National has no difficulty 
in obtaining experienced underwriters. 
Life insurance agents from all over the 
country are eager to settle in Florida, 
where they can pursue their chosen pro- 
fession in a delightful climate the year 
‘round. Many of the members of the 
field force of the Victory National ob- 
tained their training and experience in 
the North. 

And, although the mortality rate of 
Florida appears to be high, President 
Lowry points out that in reality Florida 
is one of the healthiest States in the 
Union. He bases this statement on the 
fact that the death rate of Florida is 


greatly increased by the large number 
of deaths among the elderly folks who 
come down here to pass their last few 
years, and that the death rate among 
the residents of insurable age is unus- 
ually low. The mortality record of the 
Victory National Life is a good evidence 
of that fact. 


Executive Personnal 
Sumter L. Lowry, Jr., president; Dr. 


J. H. Ross, Dr. L. A. Bize, H. T. Lykes, 
and W. M. McCrory, are vice-presidents ; 
Charles G. Mullen, secretary; J. A. Wat- 
erman is treasurer; D. B. Curry, general 
sales manager; D. S. Hull, resident ac- 
tuary; Dr. L. B. Mitchell, medical direc- 
tor, and W. M.. Taliaferro, general 
counsel. 


GLEASON WITH R. M. SIMONS 

Russell M. Simons, general agent for 
the Home Life, of New York, at 115 
sroadway, has added Martin Gleason to 
his agency staff. Mr. Gleason comes 
from Springfield, Missouri, where he 
was in the general insurance business. 
He was for a time general agent for 
the Home Life in the Bronx, New York. 
Mr. Gleason is a large personal writer 
and has already made a fine start in the 
Simons agency. 

The Simons Agency is celebrating its 
20th anniversary with the company this 
year and is conducting a contest among 
its agents for the largest personal pro- 
duction. 


GEORGE WASHINGTON LIFE 


The George Washington Life of Charles- 
ton, W. Va., closed the year with paid for 
life insurance in force of $23,343,845, 
President Harrison B. Smith said in his 
annual comment on the affairs of the com- 
pany that only a slow growth in out- 
standing business was sought. The com- 
pany had total assets at the end of the 
year amounting to $3,633,491 and capital 
and surplus of $300,000. 





The Jefferson Standard Life of 
Greensboro, N. C., has appointed as its 
manager at Columbia, S. C., W. E. Clif- 
ton, who has been for several years with 
the company as supervisor in South Car- 
olina. 











Helping Santa Claus and 
Helping Providence 


RRRRRRRRE 


F course, we all believe in Santa Claus. We have been the recipients of his favors ever 
since we can remember. We have seen him in shop windows, and some of us have 
actually shaken hands with him. 


But have you noticed that Santa Claus needs a good deal of help? Now that 

chimneys are built so small, and so many families often live under one roof, Santa 

Claus has to invoke the help of a lot of people in making deliveries. He is on the job 

all the time, seeing that the presents are provided, but he can't attend to the deliveries as he could 
years ago when houses were smaller, chimneys larger, and there was more snow on the roofs. 


And people who help Santa Claus seem to catch something of the spirit of the jolly old saint 
himself. Their faces become wreathed in smiles; their eyes twinkle; and they have the air of people 
who know good news, but are not quite ready to tell it. They are “mystery” men and women whom 
children are eager to serve and please. It’s lots of fun to help Santa Claus. 


HELPING PROVIDENCE 


We all believe in Providence, and that “Providence will provide.” In fact, the word was invented 
to fit the fact. But Providence needs our help in making deliveries——very much as Santa Claus 
does. When men lived close to the sources of life, got their food direct from the soil, the bush, 
the vine and the tree, when they sheared their own sheep, raised their own cotton and flax, spun 
and wove their own yarn and manufactured their own clothing,—the work of Providence was more 
direct than it is now. Providence provides the raw material,—with some help, of course,—but most 
of us must now help Providence in the matter of pre paration and distribution. 


IT’S THAT WAY WITH LIFE INSURANCE 


Providence gives health and the power to earn money. But what will be the length of any 
single life is a mystery that no man can solve. But Providence has ordained a law of life in the 
mass. If it were known how long the individual would live, there could be no Life Insurance, and the 


man foredoomed to die young could make no adequate provision for his dependents! That would 
surely be a hard fate. 


Providence ordains the law of life in the mass, as expressed in the mortality table; the economic 
law of increase, as expressed in money at interest; then man steps in with his helpful life insur- 
ance machinery,—and, presto! the thing is done. One need not leave a dependent family without 
means, nor an incumbered estate, if he will help Providence, or let Providence and the life insur- 
ance company help him. It’s great fun to help Providence, or let Providence help you. Try it while 
the Christmas thrill is still fresh in your heart and you'll get a thrill that will last a lifetime. For the 
best method, see an agent of the 


NEW YORK LIFE INSURANCE COMPANY 


DARWIN P: KINGSLEY 


President 
RRRRRRKRB 


Not a Commodity, But a Service 
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Station W TIC the Travelers Insurance Co. 
Goes “On the Air” 


The Travelers Insurance Co., Hartford, 
is the first of the eastern insurance com- 
panies to establish a broadcasting station 
The Bankers Life of Des 
Moines has a station on top of its home 
The Metropolitan Life has 
had its annual dinner broadcasted for 


of its own. 
office building. 


several years and has had other company 
It is reported that 
both the Metropolitan and The Prudential 


are considering the question of having their 


events “on the air.” 


own stations. 


The latest radio broadcasting station, 
WTIC, went on the air Tuesday evening 
with great success. The event was made 
quite an occasion at the home office of 
The 


President 


Insurance Co. Vice- 
William G. Cowles, 


whose supervision the installation was 


Travelers 


under 


made, formally opened the station, Presi- 
dent Louis F. Butler and other officers 
participating. 

For several weeks past there has been 
visible to Hartford the tall steel towers 
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The Travelers Home Office Building Showing 
Steel Towers Carrying Antenna. 


bearing the antenna, which are erected 
on the Grove Street building across the 
street The 
Travelers studio is located in a suite of 


rooms on the sixth floor of this build- 


from the main 


building. 


ing. The chief point about a broadcast- 
ing studio is to attain absolute quiet. 
The WEAF studio in the new American 
Telephone Building in New York is so 
constructed that it is “floating” as well 
The 


consists of four rooms, all of which are 


as sound-proof. Travelers studio 








Main Studio Room. 
Designed to Make it Scientifically Soundproof. 


There is a 





Reception Room of the Broadcasting Station 
Where Artists Wait Their Turn to Broadcast. 





This Was Especially 


Smaller Studio Also. 


as near sound-proof as science can make 
them. 

There are thick carpets into which the 
foot falls without a sound. The ceilings 
have been built over with 


false work 


consisting of a thick layer of loosely 
woven felt, covered with non-reverber- 
atory plaster. The walls have been 
treated with a sound-proof mixture, and 
in addition there are long  portieres 
which can be drawn to cover every inch 
of the wall space, including the windows 
and doors. 





Control Board Especially Invented by 
Engineers of the Travelers for Station 








Provident Mutual 


Life Insurance Company of Philadelphia 


Pennsylvania 


cent 





VER forty per of 

O Provident Mutual is upon the lives of old policyholders 
who not only evidence their satisfaction by insuring their own 
lives, but by recommending the Company to their friends. 











Founded 1865 


the new business of the 








SPECIALLY valuable to the agents of the Provident Mutual 
is the active good will of those whose Old Age Endowments 
have matured. 





Massachusetts Mutual. 


to any real worker in the field. 





A Company With Friends Everywhere 


The agent who is selling insurance in this Company, which for seventy- 
three years has been rendering unexcelled service, does not work alone. 
Wherever he may be, he finds enthusiastic friends ready to help him by 
testifying that there is no better company in the land than the old 


Its enviable record for service and the low net 
cost of the protection furnished make a combination that assures success 


JOSEPH C. BEHAN, Superintendent of Agencies 


MASSACHUSETTS 
LIFE INSURANCE COMPANY 


Springfield, Massachusetts 
Incorporated 1851 


MUTUAL 
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Mnnniind iunientes 
(Continued from page 5) 
of life insurance which would be neces- 
sary to produce such an income. (The 


Minim um Pre sent Income 


Income of Family 
$100 a mo. $3,000- 5,000 a yr. 
150 a mo 5,000- 8,000 a yr. 
200 a mo. 8,000-12,000 a yr. 
300 a mo 12,000-15,000 a yr. 
400 a mo. 15,000-20,000 a yr. 


500 a mo. 20,000 and upward 
principal from which the income is de- 
rived will be instact for children after the 
death of the wife.) 

“After the death of the wife, this in- 
come could be continued to his two chil 


dren, share and share alike, as long as 


Morris’ Big Policy 
(Continued from page 3) 


abroad for generations, but until the ad 
vent of the Morris Plan, people of mod 
erate means, with no banking facilities, 
but requiring money, became the prey 
of the loan sharp or the chattel mort- 
gage fiend. The Morris Plan has 
changed all this, through the virile per 
sonality and splendid ability of Arthur J. 
Morris. He practically, single handed, 
introduced the system in the United 
States. He is still its leading genius; 
because of this fact, the directors of the 
respective companies of which he is 
»resident have felt that the death of the 
founder would spell an irreparable loss, 
to be covered as far as possible only by 
the vast amount of business insurance 
just placed i in force. 


FRANK A. BERTHOLD, LEADER 





Largest Individual Producer For Aetna 
Life Last Year; Does Business 
With Big Business Men 


Frank A. Berthold led all the produc 
ing organization of the Aetna Life dur- 
ing 1924 in personal production. There 
were five Aetna Life men who were in 
the million-dollar class of that company 
last year, and Mr. Berthold was the 
leader of these leaders. 

Mr. Berthold is a 


business conditions, 


keen student of 
as well as being an 
expert in insurance, and he works along 
highly specialized lines, studying and 
diagnosing the problems of large busi- 
nesses and men of affairs as they might 
be affected by insurance. He has built 
up a clientele among the leaders in the 
business and financial world. While he 
places the bulk of his business with the 
Aetna Life, Mr. Berthold writes a con- 
siderable volume of insurance with other 
companies. 


CLEVELAND LIFE DIVIDENDS 
Company Raises Interest Rate On Divi- 
dends Left With Company to 
6%; New Scale Specimens 
The Cleveland Life Insurance Co. has 
set the interest rate on dividends left 
with the company at 6% for 1925. 
President William H. Hunt says, in con- 
nection with this change, that a contin 
uance of this high rate depends upon the 
future interest earnings of the com- 
pany’s investments and its experience. 

Following are illustrations of the com 


pany’s 1925 dividend scale at selected 
ages: 
ORDINARY LIFE 
Policy f —Age at Issue— —_—— 
Year 35 40 45 50 
lca $4.77 $5.35 $5.61 $5 88 
gra 4.9 5.43 5.68 6.08 
er 5.42 5.80 6.14 6.20 
20 PAYMENT LIFI 
Sere 5.66 5 94 6.13 6.25 
SEE sxses ‘GID 6.22 6.39 6.63 
ae 6.76 6.96 7.02 6.60 
20-YEAR ENDOWMENT 
pares 6.04 6.37 6.42 6.42 
are 6.44 6.69 6.62 6.65 


The Prudential has placed a group 
policy with the Virginia Bridge and Iron 
Company of Roanoke with branch 
plants at Birmingham and Memphis. 


Upward of 3,500 employees are covered 
by the policy. 
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they lived, or up to a stipulated age, as 
twenty-five or thirty, at which time they 
could receive all or part of the principal. 

“In the case of a daughter we always 


Approx. 
Gross Prem. 


‘Amt. o of Ins. to 
Provide the Income 


$25,000 $500-1,000 a yr. 
40,000 800-1,600 a yr. 
50,000 1,000-2,000 a yr. 
75,000 1,500-3,000 a yr. 
100,000 2,500-5,000 a yr. 
125,000 3 o00- 7,000 a yr. 


suggest that the income be continued in- 
definitely, so that she may have an 
independent income through life. 

“The principal from which the daugh 
ter’s income is derived passes at death 
to her estate.” 


PLEDGE A MILLION A MONTH 
At 2 
Viiet & 


dential in 


recent agency dinner of Van 
Keer, managers for the Pru 
Newark, attended by forty 
a pledge of a million a month 
was made, making a total of $12,000,000 
for the year. The twenty-five leaders of 
the agency were presented with leather 
desk calendars in appreciation of their 
1924 production. 


agents, 


Rule Against Salary 
Saving Premium Plan 


CONNECTICUT JOINS NEW YORK 





Say Monthly Premium Plan Is Dis- 
criminatory; President Huntington 
Explains Company Attitude 





The Connecticut Insurance Depart- 


New York De- 
ruling that the premium 
plan as used by companies in writing 
the salary deduction plan is discrimina- 
tory. This plan has been written by 
allowing the insured to pay monthly 
one-twelfth of the annual premium. 
30th departments now hold that the 
monthly premium must correspond to 
the monthly premium charged other 
insureds. 

In connection with the ruling of Su 
perintendent Beha, President Hunting- 
ton, of the Connecticut General, has 
sent a letter to the general agents which 
reads, in part, as follows: 

“When we adopted as a rate for sal- 
ary savings insurance one-twelfth of the 
annual premium we felt that those in- 
sured under this plan constituted a class 


ment has joined the 


partment in 


by themselves and that we had as much 
legal right to make this special provi- 
sion as we had to make special rates 
for group insurance. Our position has 
been questioned, and every insurance 
commissioner in the United States has 
had his attention called to the rates be- 
ing charged for salary savings insur- 
ance, and the question put up to him 
whether these rates are discriminatory 
under the law or not. The result has 
been so far that we have had questions 
from a number of insurance depart- 
ments, and that the State of New York 
has definitely ruled that one-twelfth of 
the annual rate is discriminatory. 

“It seems entirely probable that this 
will be a general ruling of commis- 
sioners. Under these circumstances, 
therefore, it has seemed wise to us to 
withdraw this rate. All new applicants, 
whether they are individuals, applying 
through an employer who has already 
been sold the plan, and a part of whose 
force has taken it at the old rate, or 
whether, under an entirely new case, will 
be charged our monthly rate, which is 
one-twelfth of the annual premium, plus 
5 per cent.” 





Northey & Kearney, Inc., Cohoes, N. 
Y., has been chartered at Albany with 
$10,000 capital to sell insurance. 





























159 Millions Plus 


That is the amount Union Central Life Insurance Agents 
settled in 1924—the 57th year of our Company’s service. 
Here are some of the reasons: 
A reputation for low net cost and service. 
A wide-awake organization of agents. 
A coaching staff of wide-awake managers. 


Close cooperation between the Home Office 
and agents in the field. 


An agent from New York writes: 


“If we do our part we can certainly count on the Home 
Office to back us up.” 


Ask the Union Central agent about his Company. He will 
agree with his fellow agent from New York. 


THE UNION CENTRAL LIFE 


CINCINNATI, OHIO 
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Tribute to Edwards’ 
Memory at Dinner 


EULOGIZED BY UNDERWRITERS 





Association Meeting Hears Dr. Gersten- 
berg and J. A. Whitmore; Blind 
Agent Tells of Work 





At the New York Life Underwriters 
association dinner last Tuesday night at 
the Hotel Astor, the speakers, Dr. Charles 
W. Gerstenberg, chairman of the board 
Prentice-Hall and James A. Whitmore, 
assistant superintendent of agencies of 
the Phoenix Mutual, were enthusi- 
astically received by a gathering of over 
three hundred and sixty managers and 
agents, 

Eloquent tributes to the achievements 
and personality of the late Charles 
Jerome Edwards were expressed by 
Lawrence Priddy and Julian Mysick. 

Selecting “The Life Insurance Profes- 
sion” as his topic, Mr. Whitmore, the 
first speaker, made a vigorous appeal to 
the younger men of the business, saying 
that the life insurance agent should give 
out an impression of the dignity and 
power of his profession to the communi- 
ty. In his opinion the ideal life insurance 
man is the man who realizes the part he 
plays in the work of the country, who by 
culture and experience has an under- 
standing heart and who puts real thought 
and power into his work so as to serve 
his clientele best. 

Mr. Whitmore urged that home offices 
use greater care in the selection of 
agents, separating the wheat from the 
chaff, back up their men in the field by 
educational courses and agency schools 
and give more advertising cooperation 
to break down the resistance of the pub- 
lic, not to the company itself, but to the 
life insurance salesman. He was well 
applauded in his appeal that the profes- 
sion be dignified by full time agents, 
saying that part time men with little or 
no knowledge of the business should not 
be tolerated. Unless the life insurance 
producer is imbued with the sterling 
principles of loyalty, integrity and faith 
in humanity, said Mr. Whitmore in clos- 
ing, he is whipped from the start. 

Dr. Gerstenberg, who is professor of 
constitutional law at the Brooklyn Law 
School and ene of the foremost authori- 
ties on taxes in the country, spoke on 
“Life Insurance and Its Relation to 
Taxes.” 

In his opinion the income tax is here 
to stay, England has had it since 1842, 
and although it has been a burden, it 
was not without its advantages. Most 
men, said Dr. Gerstenberg, will plan to 
pay last ycar’s taxes out of this year’s 
income. This may be all very well while 
the n.an is alive and producing but in the 
case of his death there will be no funds 
to pay his taxes unless he has invested 
wisely and well in life insurance. One 
of the biggest features of Dr. Gersten- 
berg’s talk was his argument that life 
insurance premiums be deductible from a 
man’s income tax statement, up to the 
point of his ability and earning power. 
Life insurance premiums keep a man 
on the firing line with his mind free of 
the worry of old age and dependence, 
and should be deductible just as repairs 
are deducted from the depreciation of a 
building. In speaking on the inheritance 
tax and its relation to life insurance, 
Dr. Gerstenberg quoted Elihu Root as 
saying that the only justification of the 
inheritance tax is insurance. While both 
the inheritance and income tax are based 
on the ability theory of taxing people in 


proportion to their ability, the in- 
heritance tax pushes this theory still 
further and is based on the fundamental 
legal proposition that one hasn’t an in- 
herent right to leave his property to any- 
one. 

Julian Jonas, the blind agent of the 
New York Life who is averaging a quar- 
ter of a million a year, told how he is 
teaching life insurance by mail to forty 
other sightless people so that they too 
may become self-supporting and _ in- 
dependent. Fourteen men and women are 
already graduates of his course. He 
gives three months of his time yearly to 
this work, and is now about to publish a 
rate book in the Braille system for the 
benefit of his students.’ Six blind men 
are now connected with the company, he 
said, who average between $260,000 and 


$750,000 
CONTINENTAL ELECTED 








H. G. B. Alexander’s Company Joins 
Association of Life Insurance Presi- 
dents; Its 58th Member 


The Continental Assurance Co., of 
Chicago, has been elected to member- 
ship in the Association of Life Insurance 
Presidents. The Continental is the fifty- 
eighth member of the Association. 

The Continental Assurance Co. was 
organized and began business in 1911. 
Its president is H. G. B. Alexander. Its 
admitted assets, as of December 31, 
1923, were $3,149,929, and its insurance 
in force on that date amounted to 
$40,878,550. 


PUSHING SALARY ALLOTMENT 


G. A. Martin who has been representing 
the Travelers in Cleveland and has been 
transferred here to push the new salary 
allotment contract, has already made a 
success in this city talking to groups of 
men in factories, lofts and other places 
where a lot of people can be covered by 
insurance if convinced in a body. With 
the salary allotment the first sale is to 
the head of the establishment; after which 
it is frequently desirable to address the 
men as a body. Mr. Martin is a master 
at pulling heart strings and making people 
translate their thoughts of family into 
thoughts of insurance. 

At various times he has been a cashier 
at Springfield, Mass., for the Travelers; 
and manager for Northeastern and for 
Northwestern Ohio. He opened the Trav- 
elers branch in Toledo and his biggest 
success was in Cleveland as manager where 
the life insurance production climbed under 
his direction from $2,500,000 to $12,000,- 
000 in six years. 

Mr. Martin has been president of the 
association which the general agents and 
managers of Northern Ohio have organ- 
ized. 





N. Y. U. TRAINING COURSE 


The next course in life insuranc: 
salesmanship at New York University, 
under Dr. Griffin M. Lovelace, will open 
early in March. There has been a full 
enrollment in the other courses this year 
so that early registration is desirable. 

The course is divided into four parts— 
a study of economic situations and 
needs, a study of life insurance itself, 
a study of human nature from the stand- 
point of salesmanship, and last, a study 
of selling methods. 

The course comprises eleven weeks of 
study and field experience. It has been 
found by experience that regular agents 
are able to write more business while 
taking the course than they have done 
previously. The tuition is $100. 





The Colonial Life Insurance Co. of America 


SOLD 
NEW Whole Life, Limited Payment and Endowment SOLD 
orpInaRY 4 High Value THROUGH 
POLICIES Attractive and Novel Features pr. - 
ow Cost STAFF ONLY 


Which, with especially favorable Industrial Contracts, 
give Agents unsurpassed money-' opportunities. 
E. J. HEPPENHEIMER, 


T. SMITH, Vice-President 
BAR JOHNSTON, Secretary 


HOME OFFICE, JERSEY CITY, N. J. 


CHAS. F. NETTLESHIP, ao A a a 
8. R. DROWN, Ast. Sec’y an Treseurer 








WZ 








Guarantee Fund Life Association 
OMAHA, NEB. 


ORGANIZED 1901 
Pure Protection Life Insurance 


Splendid Agency Openings in West Virginia, 
North Carolina and Florida 


WRITE F. A. HICKS, SUPT. OF AGENTS, FOR PARTICULARS. 

















SQUARE DEALING 


with Agents and Policyholders made possible last 
year’s splendid Record of New Business 


$103,955,200. 
A Pledge of Still Greater Achievement in 1925 


New England Mutual Life Insurance Company 


Boston, Mass. 














INCORPORATED 1871 


LIFE INSURANCE COMPANY OF VIRGINIA 
RICHMOND, VIRGINIA 
{ssues the most libera] forms of ORDINARY Policies from $1,000.00 to $50,000.00, 
with premiums payable a semi-annually or quarterly, 
INDUSTRIAL Policies from $12.50 to “51,000.00, with premiums payable weekly. 
CONDITION ON co 31, 1923 


yholders . 2,696,034.43 
Total Payments te Policyholders since Organization......... edediddsekedesasa 32,747 ,286.38 


Payments to Polic 
_ JOHN G. WALKER, President 














THE MUTUAL LIFE 
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®. The Mutual Life Insurance Gompany of New York has 
E a record of EIGHTY-ONE YEARS of prosperous and suc- 
° cessful business. It has passed through panics, pestilence 
i and wars unharmed, and to-day, as a result of eight decades 
is of endeavor, offers financial strength, reputation, magni- 
° tude, leadership, and life insurance service. 
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®, Those considering life insurance as 

4 a profession are invited to apply to 

is 
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: M Life | C 

all The Mutual Life Insurance Company 
: 

5 of New York 

DF 

iii 34 Nassau Street New York 
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Harry E. Glatz Breaks 
Application Record 


51s PREPAID CASES IN MONTH 


How Jamestown (N. Y.) Agent Organ- 
ized for Campaign; Three Doctors 
Were 100 Cases Behind 


By Warner Bates 


Ounce more all records for the largest 
number of cases sold in a single month 
have been broken, and this time the 
new high is set at just a bit past the 
half-thousand mark! Harry E. Glatz, of 
Glatz Bros. & Hoitink, Jamestown, 
N. Y., representatives of the Mutual 
Benefit of New Jersey, is the new high 
man with a total score of prepaid cases 
of 515, established between January 5 
and February 4, midnight. The previous 
high record was made by J. T. Eubanks, 
of Searcy, Ark., with 406 applications 
and 381 examined cases. 

The statistics of Glatz’s campaign are 
as follows: 

Total cases written, 515; total volume 








HARRY E. GLATZ 


of business, $578,850; rejections, Febru- 
ary 6, 3; postponed same date, 2; high 
day’s work, 80 cases; low day’s work, 
8 cases; youngest applicant, 13 years, 
6 months; oldest applicant, 62 years; 
form letters used, 3,000; written at 
office, 10; daily average calls, 50; daily 
average miles, 50; working hours, 9 a. m. 
to 9 or 10 p.m. No Sunday work. 


Two Millien Written by Other Agents 


Estimated business written by other 
agents in Jamestown during the period 
of Glatz’s drive, around $2,000,000. 

Glatz has taken as his quota, for 1925, 
1,000 applications and will endeavor to 
average two each working day from 
how on. 

Sales on last day of the drive, 46 cases. 

Physicians working, three (one of 
whom devoted all his time to the work). 

Farthest case from Jamestown, 8 
niles. 

Glatz’s biggest previous vear for per 
sonal »roduction, around $500,000. 

\ge of record holder, 37 years. 

Part time: man in 1911. 

ull time since 1912. 

Phere’s the story in a nutshell. Most 
readers, however, will wish for consider 
able elaboration of the details. 


Formerly Shoe Clerk 


Harry Glatz was a shoe clerk in 1910 
or 1911 when C. G. Monser, of Johnston 
& Monser, Buffalo, started him in as a 
part-time agent. He made good from 
the start, and a vear later went on full 
time. Somewhat later Glatz and_ his 
brother and brother-in-law, Lee Hoitink, 


formed a partnership to sell life insur- 
ance. The firm has been a successful 
one, and Harry Glatz has been on the 
honor roll of the Mutual Benefit almost 
since his first year. 

Last December Glatz told his general 
agent that he thought he could break 
the world’s record established a_ while 
before by Joe Tom Eubanks, of Searcy, 
Ark. Mr. Monser thought he could, too, 
but first he asked Glatz to make up a 
list’ of one hundred persons whom he 
was sure would buy a policy of him im- 
mediately on being asked without quib- 
bling or protest. 

Glatz passed this test with flying 
colors, and it was agreed that he should 
make the try for the record. He set 
his month to start January 5, in order not 
to injure other agents of the city who 
were busy the first of the year closing 
up the previous year’s business. 

On January 3 a dinner was _ held. 
There were present fifty-three of the 
city’s prominent business men and 
friends of Harry Glatz. Mr. Monser 
outlined to them the proposition which 
Glatz proposed starting on. He said it 
would be not for the purpose of boost- 
ing the Mutual Benefit Co. or its poli- 
cies, but solely to bring the record to 
Jamestown and to get everyone in the 
city talking and thinking life insurance. 
The humanitarian side of life insurance 
was dwelt upon. 

Some of the guests spoke. “Harry 
Glatz has been preparing for this mo- 
ment all his life,” one of them said. 
He then went on to say that Glatz, 
through his hard work, honesty and in- 
tegrity and clean living had made for 
himself such a wide circle of acquaint- 
ances in Jamestown that he would be 
able to accomplish the trick if anyone 
in the city could. 

Jamestown has 40,000 population. Re- 
cently it was decided to raise $1,000,000 
by public sucscription for a new hotel. 
The peaple over-subscribed the quota by 
upwards of $300,000 in three days. Both 
Glatz and his general agent felt sure 
that it was possible to establish a new 
world’s record for insurance in such a 
public-spirited community. 

Glatz set 500 as his goal for the month, 
alae against Eubanks’ record of 
381. 


Glatz started work at 9 o’clock in 
the morning, January 5. His first five 
cases were written on the lives of Mayor 
Samuel A. Carlson, Postmaster Charles 
A. Sandburg, County Judge Lee L. Otta- 
way, Assemblyman Adolph F. Johnson 
and Assistant District Attorney John S. 
Leonard. These cases had been ar- 
ranged in advance for publicity purposes, 
but there was no other set-up during the 
entire campaign. 

(Continued on page 11) 











HOME LIFE 
INSURANCE COMPANY 
of NEW YORK 


ETHELBERT IDE LOW, President 


The 64th Annual Report shows: 


Premiums received during 


the year 1923.......cseeeeees $7,686,855 
Payments to Policyholders 

and their Beneficiaries in 

Death Claims, Endow- 

ments, Dividends, etc....... 5,871,544 
Increase in Assets............ 2,401,507 


Actual Mortality 56% of the 
amount expected. 


[Insurance in Force........... 247,373,210 
Admitted Assets ...........2. 48,655,222 





FOR AGENCY APPLY TO 


GEORGE W. MURRAY 


Superintendent of Agents 


256 Broadway New York 


























Increase 
Your Sales 
and Profits 


Investigation will prove to you that 
Accident Insurance is for the sales- 
man what the storekeeper would call 
a quick turnover article. It sells quick- 
ly and the sales resistance is usually 
low. The business renews readily and 
pays the same renewal as initial com- 
mission. 


Accident Insurance is an 
Interview-getter: 


Everyone needs it. 

Everyone can afford it. 
Everyone is heir to accidental 
injury. 


Everyone knows accidents are on 
the increase. 


More Business—that’s 
what you want 


Our standard and special contracts 
will convince you that the answer 
to your problem is found in: The 
writing of Accident Insurance. 





- 


If your company does not handle Accident 
Insurance, write us for complete information. 


MISSOURI STATE LIFE 
INSURANCE COMPANY 


M. E. SINGLETON, President 
HOME OFFICE, ST. LOUIS 


LIFE — ACCIDENT — HEALTH — GROUP 
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Glatz’s Record 


(Continued from page 10) 


Glatz then started pounding away 
through the business section, working 
largely with the list of guests at his 
dinner. He found them supporting him 
100 per cent., just as they had pledged 
themselves at the event. When he quit 
that night, Glatz had written the largest 
day’s business in number of applications 
that any insurance man has ever writ- 
ten—eighty applications. 

Harry Glatz is president of the James- 
town Life Underwriters, Inc. He had 
the unanimous support of his fellow in- 
surance men in this campaign, and sev- 
eral of them offered voluntarily to write 
ten policies each to help him. Naturally, 
he would not accept this aid. He did, 
however, use letters of support and com- 
mendation written him by several of the 
local agents in his advertising. 

Newspaper advertising was used both 
before and during the campaign. Glatz 
used small space frequently. In none of 





his advertising did he talk about his 
company or his policies—it was alto- 
gether concerned with bringing the 


world’s honors to Jamestown 
general value of life insurance. 

The first six days of the drive Glatz 
wrote 201 cases; the first eleven days, 
276, and his total up to January 23 was 
320 cases, which will give an idea of the 
speed at which he was working. 

Glatz was exceedingly particular as to 
the class of cases written. He decided 
in advance that no cases would be writ- 
ten unless they were prepaid, and also 
that he would not write any applicant 
unless he was almost positive from his 
knowledge or the appearances that the 
applicant would pass the examination. 
The value of this policy is shown by the 
fact that his record of 515 showed every- 
thing prepaid and one to five possibili- 
ties of refections, which is less than one 
per cent. Glatz could have written many 
more cases which he would not touch 
because he did not believe the applicant 
could pass the examinations. 

Naturally, Glatz traveled by automo- 
bile. His brother, A. W. Glatz, drove 
the car and attended to the routing of 
prospects. Lee Hoitink followed over 
their trail, completing part one of the 
policies and attending to the examina- 
tions. All Harry Glatz did was to make 
the sale and secure the signature and 
the money. At one time the three phy- 
sicians were one hundred behind in their 
examinations, but they were caught up 
by the end of the drive so that not one 
case had to be thrown out because of 
non-examination. 

From Glatz’s office letters of appre 
ciation were sent to every person in 
sured within twenty-four hours affter the 
policy had been written. Then, when 
the accepted policy was received from 
the home office, the local firm notified 
the applicant of his success and promised 
that the policy would be delivered as 
soon as the campaign was over. 

With all the thousands of letters sent 
out to inform people of what Glatz was 
doing, and that he would call on them 


and the 





ANNOUNCES THE 
LARGEST DIVIDENDS 
IN ITS HISTORY 


E-Q-U-I-T-A-B-L-E _L-I-F-E 
0-F I-0-W-A 


Founded: 1867 Home Office: Des Moines 











Free from Income Tax— 


Federal and state. Get our proposal showing how $10,000 
to $100,000 insurance may be written to return a guaranteed 
tax free income of 6% in addition to the principal, which 
always remains at par. 


Write or telephone. 


GOULDEN, COOK & GUDEON, Managers 


Connecticut General Life Insurance Company 
130 William Street, New York 


Telephone John 2800 


This is the only general agency in the entire: insurance world doing busi- 
ness without an agency organization. The original broker is always the 
agent of record. He is protected—renewals guaranteed to his estate. No 
business written by this office direct. 











personally, went a return postcard on 
which the recipient was asked to write 
the names of additional prospects. 
Hundreds of these cards were returned. 
It kept three girls at the office busy 
attending to this work. 

Many of the 515 cases written were 
on young people who were buying their 
first policy. But Glatz wrote young and 
old, rich and poor alike. 

Early in his campaign Glatz tried to 
do some of the before-breakfast selling 
which has marked most campaign of this 
sort in the past. He found it would not 
work in Jamestown, however, and most 
of the time started his soliciting at 
nine a. m. 

Glatz belongs to the most exclusive 
club in Jamestown, but he did not use 
this fact to boost his game. It is sig- 
nificant of Glatz’s character that out of 


single member, with the exception of 
one man who came to his office volun- 
tarily. 

On January 17 the Johnston & Monser 
office at Buffalo held its annual sales 
convention. Mr. Monser wanted Glatz 
to attend, but the latter said he could 
not spare the time. Then Monser told 
him he would permit him to solicit 
business from the floor of the conven- 
tion to give him an opportunity to mak: 
up for the lost time. Glatz wrote sixty- 
eight of his fellow agents. 

On the last day of the campaign Glatz 
was considerably behind his goal of five 
hundred. C. G. Monser journeyed to 
Jamestown that day and stayed with his 
agent until midnight, accepting policies 
personally as general arent of the M» 
tual Benefit. Glatz wrote forty-six cases 
that day. Considering that his eighty- 


the one hundred and ten members of Case day was the first in the campaign 
this club he did not solicit or write a When all the enthusiasm that had been 
engendered by the preliminary dinner 





as well as in name. 





ALLENTOWN 


A progressive mutual Life Insurance Company with more 
than $80,000,000 of Insurance in force, having decided to open 
up new territory in the State of Pennsylvania, has a general 
agency opening in ALLENTOWN, PA. 


The man we want must be an AGENCY MANAGER in fact 
He will receive unlimited Home Office 
assistance in developing his agency organization. 


If you think you are the man, write in confidence. 
“February” 
THE EASTERN UNDERWRITER 


86 Fulton Street 
New York, N. Y. 


and newspaper advertising was running 
high, and that the record of sixty-odd 
written at the Buffalo convention was 
among life insurance men who under- 
stand so well the value of life insurance, 
it is quite likely that this record of 
foarty-six was the best day’s work Glatz 
did, so far as selling and plugging are 
concerned. 

During the campaign several rumors 
were started, but none of them by life 
insurance men. One was to the effect 
that Glatz was going to California for 
the rest of the year as soon as his cam- 
paign was ended. Another paraphrased 
the slogan of Glatz’s campaign, “Do it 
for Jamestown and Harry Glatz” to “Do 
it for Harry Glatz’s pocketbook.” Glatz 
spiked these whisperings by newspaper 
advertising denying that he planned to 
rest at all and stating that he had taken 
one thousand as his goal for the year. 

Glatz was asked for his opinion of 
why he was able to establish such a re- 
markaljle record. 

“Oh, I just felt convinced I could in 
the beginning and that conviction never 
left me,” he told a representative of 
Tue Eastern UNDERWRITER. “I decided 
it was merely a case of seeing a suffi- 
cient number of people each day.” 


DR. KERBY WITH WELLS 

Dr. Ernest F. Kerby has been ap- 
pointed special medical examiner for the 
Provident Mutual Life and will make 
examinations at the Graham C. Wells 
agency of the company in New York. 
Dr. Kerby received his medical training 
at the University of London, and for 
the last four years has been with the 
Life Extension Institute: where he is 
now the senior physician in the review- 
ing department. 





NEWARK MANAGERS TO MEET 

On Wednesday, February 18, general 
agents in Newark will meet at the New- 
ark Athletic Club for a_ get-together 
luncheon to decide just what form the 
contemplated Newark managers’ associa- 
tion will take. Theodore P. Keer, Pru- 
dential manager, in charge of the forma- 
tion committee, will preside. 





FOEHL HAS RECORD MONTH 

For the first time in the history of 
his agency, C. A. Foehl, manager for 
the Prudential in New York, reports $3,- 
000,000 paid for business in the month 
of January. This is an increase of a 
million over last January. 


TO HOLD 60TH ANNIVERSARY 

March 22nd will mark the sixtieth an- 
niversary of the Provident Mutual Life 
of Philadelphia, and the company is plan- 
ning to celebrate with a substantial in- 
crease in paid for business. 

NEW DIRECTOR 

At a recent meeting of the directors 
of the Buffalo Insurance Co., Frederick 
W. Dold, chairman of the board of the 
Jacob Dold Packing Company, was 
elected a director to succeed William G. 
Beyer, deceased. 

















American Central 


Insurance Company 
INDIANAPOLIS 
Kstablished 1899 


All agency contracts direct with the company 


Address: 


HERBERT M. WOOLLEN, President 


Life 
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LIVE HINTS FOR BUSINESS GETTERS 


Practical Suggestions to Help the Man With the Rate 
Book Increase His Income and General Efficiency 

















The following points 


Points are suggested by J. 
To Keep B. Duryea, general 
In Mind agent at San Fran- 


cisco for the Penn 


Mutual Life: 


1—Do you have 1,000 names and ad- 


dresses in your card index? 

2—If not, get them. 

3—See at least ten of these people 
every day. 

4—In your sales interviews, keep in 
mind that the most interesting person 


in the world to the prospect, is the 
prospect himself. 
—Tell the prospect what life in- 


surance money will do for him, and how 
easily he can make the savings deposits. 


That is what will make him sign. 
6—In your sales interview be human, 
brief, truthful, earnest. 


7—Stop talking as soon as you have 
the benefits to him in his conscious mind, 
and show him where to write his name 
so as to relieve his aroused emotions. 

8—Get him examined immediately. 
Take his phone, and tell the doctor you 
are on your way to his office with the 
prospect. 

“Get your hat, 
at once.” 


the doctor will see us 


* * * 
The joint 20-year en- 


Insurance dowment is an ideal 
For the contract for the 
Wives mutual insurance 

protection and_ in- 


and the 
following 


vestment of a man and his wife, 
Illinois Life suggests the 
handling of the presentation. 

Assuming that the age of the husband 
is 35 and the wife 30, making the equiv- 
alent equal ages 33, the first annual 
premium at which age for the Premium 
Reduction Joint 20-Year Endowment is 
$56.89 per $1,000.00 the canvass may be 
something as follows: 

“Mr. Prospect, my Company is now 
issuing a very attractive insurance and 
investment contract in which is combined 
death insurance for both yourself and 
your wife, as well as the payment to you 
of the sum insured if both of you are 
living at the end of twenty years. 

“At your own age, 35, such a con- 
tract would on your life alone require 
a deposit of $51.44 per $1,000.00 the first 
year, and $45.24 annually thereafter, 
whereas, for an additional premium of 
only $5.45 the first year, and $5.54 an- 
nually thereafter the contract can be 
made to include your wife and will pro- 
vide that in the event of her death dur- 
ing its continuance, the full amount of 
the insurance shall be paid to you. In 
other words, it is possible for you to 
combine with your own insurance and 
investment an insurance on the life of 
your wife at an added annual cost of less 
than $6.00. Two lives are covered by a 
joint life policy and the policy matures 
upon the death of either of the insured. 

At the end of twenty years, if both 
you and your wife are living, the Com- 


pany will pay to you $1,000.00 in cash. 
The total of the premiums required in 
twenty years is $1,021.71, or in other 


words the 
tection for 
only $21.71. 

“The cost of including your wife in 
the insurance contract with you is so 
slight, and the advantage of having her 
life covered with yours is so gre at, that 
you certainly cannot afford to let this 
opportunity pass.” 

If, in presenting the Joint Life policy, 
you will follow the plan of showing for 
what a slight additional premium the 
life of the wife may be insured also, 
you will meet with far greater success in 
the placing of these policies than is pos- 
sible by following the plan of consider- 
ing the premium as applicable equally to 
the two lives covered, 


years’ pro- 
wife would be 


net cost of twenty 
yourself and 


Prospects almost 

Placing a never ask a life in- 

Value on surance agent how 

One’s Life much insurance they 

should carry, but are 

more inclined to insist, no matter how 

much they have, that it is enough, says 
the Equitable of Iowa. 

The agent should ask such a_pros- 
pect if the $5,000 or $10,000 policy 
which he now carries on his life is an 
indication of the monetary value which 


he places upon his life. Then show him 
the following newspaper clipping which 
appeared recently with a Washington 
date-line : 

“The Persian Government delivered 
today to the American charge d’affairs 
in Teheran, a check for $60,000. 

“This amount is the reparation fixed 
by the United States government to be 


paid to Mrs. Robert W. Imbrie for the 

recent death of her husband, Vice Con- 

sul Imbrie, at the hands of a fanatical 

mob there. The amount will be paid 

to Mrs. Imbrie immediately on its arrival 
in the United States.” 
xk ok O* 

The advantage that 

Laying Down may grow out of 


Education making a foundation 


Foundation of insurance educa- 
tion are told in the 
following incident by <A. Courtenay 


Beckford of the State Mutual Life. The 
other night I called on a family consist- 
ing of a man, his wife, and two small 
children. The man’s salary is about 
$2600 a year. You probably have seen 
hundreds of such cases. I could sense 
immediately that I was an unwelcome 
caller, for I was after money that Mrs. 
wanted for pleasure. 

IT opened the interview in this fash- 
ion: “Why, Mr. and Mrs. ——, do you 
not believe in life insurance?” The ques- 
tion was not answered and I continued, 
“Then you people must believe in it. 
[ am not here to see how big a policy 
I can sell but to educate you on insur- 
and to map out a program where- 
Nv you can be getting three important 


ance, 


things: first, protectly; second, savings; 
ind third, a sinking fund for old age.” 
Mrs. — said, “Oh, the life insurance 


companies’ policies are 
vou can’t read or understand them and 
| don’t believe they want you to.” 

I overcame that statement. in an edu- 
cational way, and before T left Mrs. 

— said that she knew they could afford 
a $2,000 policy and T have the satisfac- 
tion of knowing that T not only have the 
vood-will of this familv and have edu- 
cated two people to the fact that life 
insurance is a necessitv and not an ex- 
but can feel that I have 
rendered them a professional service. 


so complicated 


pense, also 


* * * 


How persistence and 


Getting singleness of purpose 
Around the gets its reward as il- 
Difficulties lustrated by the ex- 


perience of Miss Le- 
ona EF. Thompson, of the Lawrence agency 
of the State Mutual Life. She tells it in 
her own words in the following: 
“Recently I called upon the treasurer of 
a corporation planning to talk corporation 
insurance, but changed my mind when he 
informed me that his corporation just cov- 
ered each member for all the business in- 
surance it could carry. IT then suggested 
that T be allowed to list the policies. The 
treasurer wished to know the price of such 
service and T had some difficulty in con- 
vincing him that it was possible to get such 
service free. Finally I told him that I 
would appreciate his good-will if he felt 
the service worth it. 
“He gave me the corporation policies and 











NEW POLICY 


Disability Benefits of $15.00 per $1,000.00 
Waiver of Premium 
BROADER DOUBLE INDEMNITY CLAUSE 





Loans at end of 2nd year 
The Manhattan Life Insurance Co. of New York 











reputation for stability and fair dealing. 


their business. 


interest of all its polleyholders. 


JOUN BARKER, Vice President 





Incorporated 1851 


BERKSHIRE LIFE INSURANCE COMPANY 


PITTSFIELD, MASS. 
FREDERIC H. RHODES, President 
This Company has always pursued those policies in the conduct of its business that have given it a high 


Has always rendered the highest grade of service to its policyholders. 
Has always extended reasonable assistance and encouragement to its representatives to develop and hold 


Its policy contracts give to each individual insurer full protection, 


safeguarding, at the same time, the 


ROBERT H. DAVENPORT, Secretary 








I asked him if he had any personal insur- 
ance to be listed and if he had an educa- 
tional policy for his small daughter. He 
had no educational policy, but for fear of 
being written again he said that all educa- 
tional plans for his daughter were being 
taken care of by his wife and suggested 
that I might see her. Although I knew 
his wife’s address, I asked him to write it 
on one of our cards. 

“This I took to his wife saying, “Mrs. 
S., your husband has asked me to explain 
an educational plan which will take care of 
C.’s education.” This interview I planned 
when I knew that I would not be invited 
in but could make an appointment when 
Mr. S. would be there. I said, “I am very 
sorry not to be able to talk this proposition 
over with you now, but it is almost time 
for dinner.” I then asked whether an eve- 
ning appointment would not be better and 
suggested 7:30 that evening. She thought 
it a convenient time for her and said she 
would especially appreciate having me call 
in the evening when her husband would be 
there. 


“Result—$10,C00 Twenty Payment Life, 
cash payment, handled under Settlement 
Option D; a satisfied policyholder; a fu- 
ture prospect; a list of prospects; and the 
good-will of all the members of a cor- 
poration.” 


MANAGER AT INDIANAPOLIS 


Forrest A. Roberts has taken charge 
of the Indianapolis office of the Phoenix 
Mutual Life after spending several 
months at the home office in preparation. 
Mr. Roberts was for several years with 
the Equitable Life of New York. 





FRANK J. HAIGHT 
CONSULTING ACTUARY 
Hume-Mansur Building 
Indianapolis, Ind. 
Hubbell Building 
Des Moines, Iowa 

















DES MOINES 





Six Years of Marching On 


We now announce 1924 as the sixth successive 
year in which the Bankers Life Company has 
shown a gain in new business production as 
compared with the preceding year. The total 
for 1924 will reach $150,000,000. 


BANKERS LIFE COMPANY 


GEO. KUHNS, President 


IOWA 




















THE LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


“Its Name Indicates Its Character” 


FORT WAYNE, INDIANA 


Insurance Paid For in 1924....... o Wears nein gees so PLLCaeoele 
Insurance in Force December 31st, 1924........ 345,176,000 
Assets at close of 1924..........:.. Fe aeiaerae's ae pie 24,602,000 


GROWING REASONS WHY IT PAYS TO 
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Lincoln Life Building 





The Lincoln National Life Insurance Company 


“Its Name Indicates Its Character” 
Now More Than $325,000,000 in Force 


Fort Wayne, Indiana 
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To Amend Wisconsin 
Insurance Statutes 


PROVIDES VOTING BY MAIL 








Mutual Companies Cannot Write Group 
Without Regular Medical Examina- 
tion; Commissioner Smith Backs Bill 





In the general revision of the insur- 
ance laws of Wisconsin which are car- 
ried in a bill introduced by Senator O. 
H. Johnson, chairman of the senate com- 
mittee on corporations and former dep- 
uty insurance commissioner, and which 
have the backing of Insurance Commis- 
sioner W. Stanley Smith, the following 
changes are made: 

A number of changes are proposed in 
Chapter 203 which relates to life insur- 
ance. The remarkable growth of this 
branch of insurance, with its attendant 
necessary changes and new develop- 
ments, made some new matter desirable, 
and while none of it is radical, it is 
maintained that all are necessary for the 
proper dispatch of business, the welfare 
of policyholders and the administration 
and supervision by the state. One im- 
portant provision re ‘lates to the defini- 
tions of * ‘dividend,” “refund of overpay- 
ment,” and “group life insurance”; an- 
other rewrites the section relating to 
elections in mutual companies, does away 
with proxy voting and provides for vot- 
ing by mail; revision of the law relating 
to the annual assertainment and distribu- 
tion of surplus is provided, permitting 
the deletion of a number of sections 
which have become obsolete because of 
the gradual elimination of the so-called 
deferred dividend policy; mutual com- 
panies are not permitted to write group 
insurance without a regular medical ex- 
amination, unless such policies are car- 
ried in a distinct and separate class at 
rates sufficient to carry the risk without 
encroachment on the funds of other pol- 
icyholders; the proposed “valuation” 
statute permits valuation on the “one- 
year preliminary term method modified 
on the twenty-payment life basis”; new 
sections are suggested as to the reserve 
liability for so-called “total and_ per- 
manent disability’ and providing rules 
and regulations governing the transac- 
tion of that business in the state. 

Chapter 213 relates to the life fund. 
Few changes are suggested. One pro- 
vides for the non-return of the fee for 
medical examination in the event of the 
rejection of an applicant for insurance. 
The only other important new sugges- 
tion is allowing a policy to be issued bv 
the fund on any one risk not to exceed 
in amount one-half of one percentum of 
the total amount of the insurance in 
force. This is an increase over the pres- 
ent maximum amount permitted and the 
same basis permitted other life com- 
panies. 





LUCAS ASSISTANT SECRETARY 





Mutual Benefit Purchasing Manager 
Receives Well-Earned Promotion; 
Also Supervises Printing 


Harry H. Lucas, manager of the pur- 
chasing and supply department of the 
Mutual Benefit of Newark, has been aj)- 
pointed assistant secretary and will re- 
tain charge of this department. Mr. 
Lucas joined the company in 1900, start- 
ing in the correspondence department. 
In 1912, when the company decided upon 
a full-fledged purchasing department, 
Mr. Lucas was made its manager. In 
connection with his work, Mr. Lucas 
supervises the printing of all the-liter- 
ature and policies of the company, and 
cooperates with the advertising depart- 
ment in the preparation of artwork and 
layouts. 


J. M. LAING PROMOTED 


J. M. Laing has been appointed actu- 
ary of the Mutual Life of Canada, 


succeeding M. Hallman, who has 
recently retired under the company’s 
benefit system. Mr. Laing has been 


with the Mutual of Canada since 1904. 
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CONNECTICUT MUTUAL MEETING 





General Agents Gather at Chicago and 
Review High Spots of Year; Good 
Selling Material Heard 


The general agents of the Connecticut 
Mutual Life convened February 4 for a 
three days’ conference at the Edgewater 
Beach Hotel, Chicago. More than sixty 
general agents from all of the company’s 
general agencies throughout the coun- 
try were assembled to discuss the results 
of the best year in the company’ s history, 
when more than $82,000,000 in new insur- 
ance during 1924 increased the com- 
pany’s total insurance in force to more 
than $541,000,000. The mortality ratio 
of the company showed 46.4%. The 
financial condition of the company makes 
a splendid showing with a large surplus 
reserve. 

President Henry S. Robinson opened 
the meeting. He was one of the home 
office party of nine, including H. F. Lar- 
kin, secretary; Barber, Jr., actu- 
arv; H. H. Steiner, recently promoted to 
the position of agency secretary; H 
Holderness, recently promoted to the po- 
sition of superintendent of agencies; W. 
H. Harrison, assistant superintendent of 
agencies; Dr. J. B. Hall, medical di- 
rector; H. G. Cundell and F. O. Lyter, 
agency assistants, and FE. C. Sparver, ed- 
itor of publications. 

Many phases of the company’s busi- 
ness and recent progress were reviewed, 
showing that among other new features 
adopted or about to be adopted are the 
following: Maximum limit of insurance, 
$200,000; adoption of minimum age of 
entry, 14 years; insurance issued on ordi- 
nary life plan, extended to include ages 
6 to 65; increased limits submitted on 
one examination; extension of substand- 
ard business; non-medical life insurance 
within certain restrictions; announce- 
ment of the issue of joint life policies 
on male lives, not more than two in 


number under one contract for amounts 
of not less than $5,000, and not more 
than the lower limit for the applicants 
In question. 

The second day of the meeting was 
devoted to the question of finance, both 
from the standpoint of the agent and the 
general agent. This was followed by a 
discussion of the selection and financing 
of supervisor and district agents. 

The third day had one feature which 
was important in that it gave the men 
assembled an opportunity to submit 
through a question box those topics of 
a pertinent nature which could be an- 
swered from the floor. 





BANK ADVERTISES INSURANCE 





United States National Bank of Denver 
Recommends Life Insurance in 
Newspaper Advertising 


The United States National Bank of 
Denver, Colorado, is advertising insurance 
in the local newspapers. Admitting that 
the bank does not deal in insurance, but 
believes in it, recommends it and beseech- 
ing all to look into insurance with a cap- 
able insurance adviser, one ad says: 

1. Reasonably adequate life insurance 
protection is within the means of prac- 
tically every healthy man with dependents. 

2. Experience indicates that in the 
majority of cases where a widow and chil- 
dren are left without money for ordinary 
comforts and the children’s education, this 
disaster could have been avoided by life 
insurance protection acquired at a cost 
involving no real sacrifice. 


3. Before settling this question for 
yourself, be satisfied that the funds you 
will leave, considered in terms of monthly 
income, are sufficient to educate your chil- 
dren, meet emergencies, and care for the 
members of your family so long as they 
shall be dependent on your estate for 
support. 








592.4% 








of the new business is- 
sued by The Northwest- 
ern Mutual Life Insurance Company in 1924 
was upon applications of members previously 
insured in the Company. 


Once a Policyholder— 
Always a Prospect 
The Policyholders Company 
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The 
Northwestern Mutual Life Insurance Co. 


Milwaukee, Wisconsin 
W. D. Van Dyke, President 














Intensive Training 
In Riehle Office 


EQUITABLE CLUBS A GOAL 





Equitable Society Manager Follows 
Definite System; Fewer and Better 
Men His Motto 





John M. Riehle, manager for the Equit- 
able Society in New York, is using a good 
idea to encourage his agents. He was 
present at the Life Underwriters’ dinner 
this week and had as his guests ‘all of his 
agents who qualified for Equitable Clubs 
in 1924. At all future monthly dinners of 
the association Mr. Riehle will invite those 
of his agents who make the prorata re- 
quirements for any one of the company’s 


clubs. 
Henry C. Kranz, agency supervisor, 
told a_ representative of THe Eastern 


UNDERWRITER how the agency is reflect- 
ing the company’s general attitude of em- 
ploying fewer and better men and giving 
them intensified training. Thirty-five 
agents are now under contract, producing 
an average of $3,500,000 yearly, as com- 
pared with eighty agents two years ago, 
producing $1,500,000. Ten of these men 
made an Equitable Club last year, includ- 
ing Max Goldsmith, who jumped out of 
the $250,000 Club into the $750,000 Club 
in a year’s time. 

It is now an established rule in the 
agency to employ only full time men, 
familiarizing them first with the office 
work, then training them to close actual 
cases in the field. This training includes 
a course of study at the Equitable School, 
and in some cases a finishing course at 
New York University. Mrs. Jane Pur- 
ney, as an example of intensive training, 
knew nothing about life insurance solicit- 
ing when she entered the agency a year 
ago. She had previously been a file clerk 
and private secretary. Her paid-for vol- 
ume in 1924 was $190,000. 

John M. Riehle, who has been a man- 
ager for the Equitable over twenty-seven 
years, has a very wide acquaintance in 
New York. He was four times president 
of the National Democratic Club and for- 
merly Democratic national committeeman. 


CUTS OUT THE “SOB STUFF” 








Daugherty & Co. of Seattle, Compli- 
mented on Unusual Life Insurance 
Copy for Advertisements 


Daugherty & Co., general agents for 
the Equitable Life of Iowa at Seattle. 
have been running an unusual series of 
advertisements in local papers which 
have drawn forth much favorable com- 
ment becuase they are entirely without 
the “sob stuff,” as one comment called 
it. which usually enters into life insur- 
ance advertisements. One of the com- 
ments follows: 

“We are inclined to believe that the 
irritation of the public against insurance 
agents, the jokes and insults thrown at 
them would be swallowed up in appre- 
ciation if the companies would but give 
their advertising a truly educational turn 
and make it constructive. 

“He has done away with the old sol- 
emn arguments concerning the inevit- 
ability of death and the uncertaintv of 
life. Instead of working on fear which 
is a strong but resisted emotion, he has 
worked on Life and its desire, which 
is the strongest and most welcome emo- 
tion.” 


One of the ads follows: 

Speculate, if you must, 
a small part of your 
smaller, the better. 

Conserve if you will, and make con- 
servation a large part of your individual 
effort. 

Carry a savings account. Add_ to, 
never subtract from it. 

Above all, lay your foundation under 
evervthing vou attempt, with liberal 
holdings of life insurance in some good 
company. 


but make it 
activities—the 


One of Many 
EQUITABLE LIFE OF IOWA 
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This newspaper is owned and is pub- 
lished every Friday by The Eastern Un- 
derwriter Company, a New York corpor- 
ation, office and place of business 86 
Fulton Street, New York City. Clarence 
Axman, President and Editor; W. L. 
Hadley, Secretary and Business Manager; 
Edwin N. Eager, Associate Editor; 
Jerome Philp, Associate Editor. The ad- 
dress of the officers is the office of this 


newspaper. Telephone number: Beek- 
man 2076. 
Subscription Price $3.00 a year. Single 


copies 25 cents. Canadian subscriptions 
$1.00 for postage should be added. Other 
countries outside of Canada $1.50 for 
postage should be added. 

Entered as second-class matter April 
5, 1907, at the Post Office of New York 
under the actof March 3, 1879. 





THE NEW YORK UNDERWRITERS’ 
AGENCY CORPORATION 


The decision to incorporate the New 
York Underwriters’ Agency as a stock 
insurance corporation under the name of 


“New York Underwriters’ Agency Cor 


poration,” beginning with a capital of 
$2,000,000 and a net surplus of $3,000,000, 
the funds to be furnished by the Hart- 
ford, is of special interest to historians 
insurance 
in the United States which has 
a more interesting 


in the business; as there is no “ 
company” 
career or which has 
contributed more innovations which have 
been widely adopted. 

The New York Underwriters’ Agency 
was founded by a Scotchman, Alexander 
Stoddart, who came to. this country in 
1841 and got his early insurance train- 
ing with the Aetna forces in the West. 
In the fall of 1863 he came to New York, 
at the age of 27, with lots of physical 
endurance and with energy, integrity and 
capital. At that time 
there were a great many small com 


ability as his sole 


panies, some of which could not pay 
their losses. Alexander Stoddart solved 
the current problem by organizing an 
underwriters’ agency for the purpose of 
furnishing to property owners a. single 
policy ina combination of four companies 
where the aggregate assets would afford 
ample protection against the losses suf- 
fered through fire. He opened his office 
on May 1, 1864, at 4 and 6 Pine Street, 
renting two offices for four years at 
an annual rental: of $1,200. The four 
companies which originally stood back 
of the New York Underwriters’ Agency 
and whose names were on its policy 
were the Germania, the 
Niagara and the Republic 
insurance companies. 


Hanover, the 


all New York 


Alexander Stoddart was a genius and 
a pioneer in every sense of the word. 
His first step was to build a great sys- 
tem of local agencies through the coun 
try, “West and South and Northwest and 
Southwest of the state of Pennsylvania 
and East of the Rocky Mountains’—not 
an easy task in view of the bitter sec- 
tional feelings in the wake of the war. 
Naturally, the progress of the New York 


Underwriters’ Agency with its innova- 
tions stirred up a lot of discussion in 
the insurance business and the first ques- 
tion arose over the revenue stamps on 
the policy being issued through the New 
York Underwriters’ Agency—should it 
be recognized as a single policy bearing 
one stamp? or should the Government 
declare it to be four separate policies on 
one instrument, and therefore demand 
On January 12, 
Internal Revenue 


four revenue stamps? 
1865, the 3ureau de- 
clared it to be one instrument and not 
several, and subject to a single stamp 
only. That was the first notable victory 
of Alexander Stoddart. 

The New York Underwriters’ Agency 
was the first New York insurance office 
to enter the South after the war, at a 
time when insurance protection was an 
absolute necessity for the revival. of 
trade. When the company decided to 
enter the West, it circulated a remark- 
able document bearing the signatures of 
many of the leading bankers in New 
York, recommending the New York 
Underwriters’ Agency to the bankers of 
the West. By 1866, more than 520 
agents were in the field. 

After the Chicago fire, Mr. Stoddart 
sent Clarence Knowles, his adjuster, to 
that city with instructions to make pay- 
ments immediately. He took with him 
to Chicago a trunk filled with blank 
proofs of loss and a folded canvas sign 
which bore the name of the Underwrit- 
ers’ Agency and an invitation to policy- 
holders to present their claims imme- 
diately. 

Mr. Stoddart originated the “Daily Re- 
port,” as now known. He introduced a 
short form of policy in the plain terms 
of the business world, a contract which 
could be easily understood. He took an 
active part in the celebrated law case of 
Paul vs. Virginia. When the question 
came up as to who owns the business, 


the agent or the 


company, which for 


some time had been assuming impor 
tance, Mr. Stoddart took a firm stand for 
the agent, declaring that the business be- 
longs to the local agents who worked 
it up, and it is for the agents alone to 
decide to what organization it should 
be given. At the time he issued a cir- 
cular, one paragraph of which reads: 

“T don’t see how any company or com 
panies can justly claim exclusive right 
of property in any field, business or 
agenev. Most certainly no effort shall he 
made by me to coerce any agent as to 
his division of the results of his ‘labor 
and T am content to rely for future busi- 
ness upon the high standing of my com- 
panies and my own record.” 

Another innovation of Mr. Stoddart’s 
was the devising of what is known as 
the “dwelling house policy” in the late 
’80’s. 

Tn 1906, he also issued the first type- 
writer policy with full carbon record at- 
tachments. 


This great pioneer died on December 
11, 1906, and on January 1, 1907, his son, 
the late John H. Stoddart, who had been 
thirty-one years with the organization, 
became the senior member of the cor- 
poration, and A. R. Stoddart, who had 
heen twenty-six vears with the corpora 
tion, became junior member. 

For a great many years the New York 
Underwriters’ Agency was a storm cen- 
ter—or rather the Hartford Fire Insu- 
ance Company has been—arising chiefly 
ance of local board rules regarding the 
number of agents which a company 

















The Human Side of Insurance | 
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TEMPLEMAN 


F. L. Templeman, recently appointed 
manager of the accident and health de- 
partment of the Maryland Casualty at 
Jaltimore, entered the services of the 
company one year after the company 
was formed and has been manager of the 
accident and health claim division for 
the past six years. He was born in 1879 
and educated in the public schools of 
Jaltimore, and at the Baltimore City 
College. Mr. Templeman is treasurer of 
the International Claim Association. 

* ok 


Winslow Russell, vice-president of the 
Phoenix Mutual Life, is on a tour of the 
west covering several states and going as 
far as the Pacific Coast. 

* kK Ox 

Ernest Palmer, manager of the Chicago 
foard of Fire Underwriters, is being 
booked as a hanquet speaker pretty far 
in advance. He is one of the best story 
tellers in the business, a sure fire hit. 
Even at this early date he has been cap- 
tured for the casualty and surety con- 
vention which meets at the end of Sep- 
tember in French Lick. In Chicago, Ernest 
Palmer is known as the “Will Rogers of 
the insurance business.” In New York, 
James V. Barry is known as the “Will 
Rogers of the insurance business.” Play- 
ing for Ziegfeld in a 42d Street theatre 
is a man with a lariat who is known as 
the “James V. Barry and Ernest Palmer 
of the Follies.” 

kk Ok 

Dr. Charles H. Willits, medical direc- 
tor of the Provident Mutual Life, was 
a visitor this week at the Graham C. 
Wells agency of the company in New 
York. Dr. Willits is largely respon- 
sible for the low mortality rate of the 
company. 


should have in a territory. Various other 
underwriters’ agencies have sprung up 
until now there are between 125 and 150 
of them. But the New York Underwrit- 
ers’ Agency has operated as a separate 
entity with its own underwriters, field 
force, separate organization, and at the 
present time has about 8,000 agents, some 
of whom have given remarkable evi- 
dences of loyalty. 

It is too early to predict what the effect 
of the incorporation of the New York 
Underwriters’ Agency will have on 
agency limitation. That subject is dis- 
cussed elsewhere in a news story. 


A. M. Clydesdale, joint manager for 
Scotland of the Norwich Union Fire In- 
surance Society, was the recipient of a 
presentation from Glasgow insurance 
friends at a meeting held recently, on the 
occasion of his retirement after 45 years’ 
service with his company in Glasgow. The 
chair was occupied by Mr. J. R. Mirrlees 
(chairman of the Glasgow Rate & Salvage 
Association), who referred to the personal 
and business qualities that had gained for 
Mr. Clydesdale the high esteem of all his 
insurance confréres in Glasgow. 

On behalf of the company assembled, 
the chairman presented to Mr. Clydesdale 
a handsome silver tea service and coffee 
tray, and the good wishes that he con- 
veyed to Mr. Clydesdale were amplified by 
remarks from Messrs. Stewart Lawrie, 
T. S. Brown, and Walton Clarkson. 


kk 


W. F. Marshall, member of the firm 
of W. F. Marshall & Co., recently ap- 
pointed district managers at Philadel- 
phia, Pa., by the New York Indemnity, 
is a skilled lawyer and of proved under- 
writing ability. He is a graduate of 
the University of Minnesota and _ be- 
came associated with the accident, com- 
pensation and liability departments of 
the Travelers at Philadelphia prior to 
1905. 

a ae 


Raymond B. Alberson, associate gen- 
eral counsel of the Bankers Life of Des 
Moines, first went with that company 
in 1919 as assistant general counsel. He 
has been assistant city solicitor for Des 
Moines and also claims attorney for the 
Des Moines City Railway, district attor- 
ney of the Minneapolis and St. Louis 
R. R. and general attorney later for the 


same road. 
* ok x 


George W. Fowler, secretary of the 
Bankers Life of DesMoines, began with 
the company as a clerk in 1907. Within 
two years he was promoted to the posi- 
tion of assistant secretary. His ability 
and loyal service was rewarded in 1916 
by his election to the board of directors 
of the company. He was made secre- 
tary of the company in 1919, He shoots 
the best golf of any member of the offi- 
cial family, being well down in the 
eighties. 

x * 


P. B. S. Rice of the Rice & Tyson 
Agency of the Equitable Life of Iowa, at 
Harrisburg, Pa., was recently appointed 
Vice-President of the Harrisburg Chamber 
of Commerce, and was placed in charge of 
the Sales Department. He has started 
work on the reorganization of the mem- 
bership council and a re-zoning, with nine 
sub-committees working under his direc- 
tion. 

x ok 


G. Burgess Fisher, recently elected 
president of the Hartford Board of 
lire Underwriters, is president of the 
G. B. Fisher Co., Inc., an agency founded 
by his father, the late Major George B. 
Fisher. He is a director of the United 
States Fire of New York J. Watson 
Beach, vice-president of the Hartford 
Board, is a member of the insurance 
firm of Beach, Forman & Co., agents, 
with an office in the old Hartford Fire 
building at Pearl and Trumbull Streets, 
Hartford. 

* ok Ok 


C. J. Giddings has the honor of being 
the first Gold Medal agent in the Pacific 
department of the Hartford Fire Insurance 
Company. Ilis office is in Visalia, Cal. No 
other company has ever written any of his 
personal business. 

kk Ok 


J. J. Parker, actuary of the Imperial 


Life of Toronto, Canada, was in town 
recently, enroute to Central America 


where he will engage in company work. 
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More Than 200 Attend 
Savannah Meeting 


INTERESTING QUESTIONS 
Incorporation of N. Y. Underwriters’ 
Agency and Firemen’s Issue Princi- 
pal Conversational Topics 





Special to THe EAsterN UNDERWRITER: 

Savannah, Feb. 10—About two hun- 
dred or more members of the National 
Association of Insurance Agents had ar- 
rived here by Tuesday for the get-to- 
gether banquet this evening. Because of 
the several highly important matters 
likely to be discussed at the business 
sessions Wednesday and Thursday of the 
mid-year convention this gathering prob- 
ably will draw the largest attendance ot 
any recent winter meeting. 

Everyone is talking in the corridors of 
the De Soto Hotel about the Milwaukee 
resolution and speculating on the tangi- 
ble results gained so far in the fight 
against the Firemen’s of Newark and the 
Northwestern National. Shrewd observ- 
ers are inclined to believe the National 
Association officers will not allow dis- 
cussion to become too hot, but no one 
knows what may break forth suddenly in 
the opening meetings. 

Twenty-seven states were represented 
today at the preliminary meeting of the 
executive committee and officers of state 
associations. Contrary to expectations, 
the meeting was secret and all those 
present refuse to discuss what trans- 
pired. Sufficient it is to say that the 
schedule for the general sessions was 
planned out. 

Most of the association leaders are 
here, including T. C. Moffatt, Cliff 
Jones, Frank Bell, Walter Bennett, D. C. 
North, Frank Gardner, O. G. Strong, J. 
T. Catlin, James Case, E. W. Allen and 
others. Among the company men pres- 
ent are Vice-President Spencer Welton, 
Fidelity & Deposit; Vice-President John 
L. Mee, National Surety; Secretary Vin- 
cent L. Gallagher, America Fore Group, 
and Vice-President Edward Kory of the 
Union Indemnity. 

The get-together dinner tonight was 
wholly a jollification. President Moffatt, 
Cliff Jones of the Executive Committee, 
and Secretary Bennett spoke briefly. A 
welcome to Savannah was extended by 
Mayor Robert M. Hull, who is himseli 
an insurance agent and hailed as the 
next president of the Georgia State As- 
sociation. 

The weather is delightfully warm, 
which has put the agents in good spirits. 
A real Southern barbecue luncheon is 
scheduled for Wednesday noon near 
Savannah. 





THREE GOOD SPEAKERS 





H. P. Moore, J. V. Barry and R. C. Rice 
to Talk at Fifth Annual Banquet 
of Blue Goose Here 

The fifth annual banquet and meeting 
of the Blue Goose Pond of New York 
will be held at the Aldine Club on Febru- 
ary 19. The speakers are James Victor 
Barry, fourth vice-president Metropoli- 
tan Life; R. C. Rice, of the New York 
investment house which specializes in in- 
surance stocks, and Howard P. Moore, 
general manager of the American For- 
eign Insurance Association. 





American of Newark Assets 
Gained $1,300,000 During 1924 
The American of Newark in 1924 wrote 
net premiums of $12,129,173. Total assets 
now amount to $22,252,507 with surplus 
to policyholders amounting to $7,983,817. 
These figures show a gain in assets of 
over $1,300,000 during the year. The sur- 
plus gained $1,200,000 which reflects an 
excellent condition for the company, which 

is conservatively and well managed. 


PERFECTION OF RECORDS 





N. F. P. A. Committee Meets Here To 
Discuss Ways of Saving Records 
From Loss By Fire 
Fires are serious in any case, but when 
records are destroyed it is not only im- 
possible to reconstryct business, but in 
many cases historical data of priceless 
value are destroyed. This fact was 
stressed at a meeting of the Committee 
on the Pratection of Records of the 
National Fire Protective Association at 
Hotel Pennsylvania last week when the 
members agreed that the present protec- 
tion from fire of records essential to 
business is for the most part grossly 

inadequate. 

“The only possible safeguard is to so 
construct vaults that their contents will 
be preserved even in the event of the 
collapse of entire buildings in serious 
fires,” the members said, and discussion 
of the group centered on the subject of 
the proper construction of fire-resistive 
vaults. 

Men present at the session were H. S. 
Weaver, of Philadelphia, chairman; S. 
H. Ingberg, of the United States De- 
partment of Standards, Washington, 
D. C.; Leroy E. Kern, of the American 
Institute of Architects, New York City; 
Rk. K. Porter, of the Underwriters’ Lab- 
oratories, Chicago; John C. Knight, of 
the National Association of Building 
Owners and Managers, fourth vice- 
president of the Metropolitan Life In- 
surance Company of New York; R. S. 
Moulton, assistant secretary-treasurer of 
the National Fire Protection Associa- 
tion, Boston; R. E. Wilson, of Provi- 
dence, and J. H. Bissell, of the National 
Electric Light Association. 

“Fire destroys not only buildings, fur- 
niture and merchandise, but also records 
ot vital importance to business, such as 
inventories, accounts receivable and lists 
of customers,’ Mr. Moulton said. “Such 
records are essential to the conduct of 
business. They can not be replaced by 
insurance as can the physical assets. 
With records preserved business can be 
reconstructed with a minimum of de- 
lay. Present commercial practice is to 
neglect absolutely fire prevention for 
the great bulk of records and to trust a 
few of the more important records to 
so-called fireproof safes and vaults. 

“What the proper protection should be 
for all classes of records is the problem 
of the Committee on Protection of 
Records. It is the hope of the commit- 
tee to be able to prevent the recurrence 
of fires such as the recent Albany fire 
in which several million dollars of New 
York state government records were 
destroyed.” 





REINSURED 1924 RISKS 
The Pittsburgh Fire last wrote $520,- 
345 in gross premiums but had no net re- 
tention, all the business being reinsured. 
Assets as of December 31, 1924, were 
$361,463, with surplus to policyholders 
totaling $350,259. 
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J. K. Rice, Jr. €& Co. 


Specialists in 
INSURANCE STOCKS 


We have recently issued a circular showing the 
grouping of Fire Insurance Companies. 
other valuable information will be gladly sent upon 


J. K. RICE, 
Tel. 4000 John 36 Wall St., New York 


This and 





JR. & CO. 














VICTORY FOR RECIPROCALS 





Massachusetts Joint Legislative Commit- 
tee Recommends That Way Be 
Paved for Admittance 
The joint committee of the Massachu- 
setts legislature which has been investi- 
gating the subject of reciprocal insur- 
ance made its report on Saturday, which 
it is believed paves the way for the en- 
trance of the reciprocals into Massachu- 

setts. 


MADDEN ON PUBLIC RELATIONS 


Tells Frisco Fire Underwriters Duties 
Of Business To Help Policyholders 
Help Themselves 

James L. Madden, manager of the in- 
surance department of the Chamber of 
Commerce of the United States, spoke 
last week in San Francisco before the 
Fire Underwriters Association of the 
Pacific on the work of chambers of com- 
merce in developing the relationships be- 
tween insurance and its policyholders. 

“We, who are associated with insur- 
ance,’ said Mr. Madden, “must bear a 
great part of the responsibility for helping 
policyholders to help themselves. 
falls into several classifications. 


Our duty 
First, we 
must constantly strive to keep pace with 
the progress of insurance and see that 
our policyholders profit as a result of our 
own increased understanding. Second, as 
individuals we should take an active part, 
particularly on insurance and conservation 
matters, in our community life through 
service in civic organizations such as 
chambers of commerce. Finally, we may 
take collective action toward a systematic 
canvass of chambers of commerce so they 
may see the benefits of well organized and 
functioning insurance and _ conservation 
committees. This is a broad program, but 
if carried out it will go a long way toward 
developing a favorable public opinion. The 
American business man is fundamentally 
square. Give him the facts and we can 
confidently continue to look forward to a 
fair deal.” 





J. A. KELSEY, President 





STANDARD 


INSURANCE COMPANY 
OF NEW YORK 


Statement June 30, 1924 


CAPITAL . $1,000,000.00 
LIABILITIES _. 433,830.37 
NET SURPLUS 1,159,784.60 
TOTAL ASSETS 2,593,614.97 





Head Office: 45 John Street, New York 


GEO. Z. DAY, Secretary 








HORACE WALTON DIES 





Prominent Philadelphia Broker Passes 
Away At Age of 61; Director of 
Commercial Union 


Horace Walton, senior member of the 
insurance and brokerage firm of Williams 
& Walton of Philadelphia, died last Fri- 
day at the age of sixty-one. He had been 
in the insurance business for forty years 
and was a member of the board of di- 
rectors of the Commercial Union Assur- 
ance of New York. Mr. Walton was a 
member of one of the oldest families in 
Philadelphia, his ancestors having settled 
there in 1675. 


ST. LOUIS PLEASED 

St. Louis, Feb. 11—The announcement 
of the incorporation of the New York 
Underwriters’ Agency Corporation was a 
welcome bit of news for St. Louis in- 
surance circles as the decision to form a 
stock company to control the underwrit- 
ers’ organization eliminates one possible 
point of friction in St. Louis in the 
future With the new plan governing 
limitation of agencies, commissions, 
brokerage, etc., functioning there was 
always a possibility that the underwrit- 
ers’ issue might bob up to cause trouble. 
However, with the New York Under- 
writers a regularly organized stock com- 
pany it will be entitled to the same 
agency representation as other stock 
companies. What agents will represent 
the new company has not been definitely 
announced, 


BRUNS HEADS EXCELSIOR 

A syndicate of bankers has got behind 
the Excelsior Fire of Syracuse, N. Y., 
and will sell $300,000 of new stock at $6 
a share. Frederick V. Bruns, well- 
known insurance agent, former president 
of the New York Association of Insur- 
ance Agents, and now president of the 
Syracuse Chamber of Commerce, has 
ben elected president. 


NEW HAMPSHIRE’S PREMIUMS 
The New Hampshire Fire last year 
wrote $4,848,377 in net premiums. The 
company’s assets now stand at $12,139,- 
692, compared with $11,275,626 at the end 
of 1923. Capital stock equals $2,250,000 
and the net surplus to policyholders is 
$3,672,580 compared with $3,402,229 a year 
ago. 


COMPANY NAME CHANGED 


As previously intimated, interests as- 
sociated with the National Fire of Hart- 
ford, are organizing the Franklin Na- 
tional Insurance Company of New York 
to replace the old Franklin Insurance 
Company of Wheeling, formerly oper- 
ated under the management of the Na- 
tional of Hartford. The new company’s 


surplus to policyholders will be three 
quarters of a million dollars at the start, 
although additional funds will be avail- 
able if expansion requires them. 
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Young Golf Champs 
Are Selling Insurance 


BOBBY JONES AND PERRY ADAIR. 


Remarkable All-Around Training School 
of Adair Realty & Trust Co. 
in Atlanta 





By Mr H. 


There are said to be more college anil 
prep school athletes working for the 
‘Adair Realty & Trust Co. than any in 
surance agency in the country, and it 
is mighty good all-around training in 
many lines of insurance and diversified 
lines of insurance as will be seen by 
reading this story. Among others in the 
agency are Bobby Jones and Perry 
Adair, golfers extraordinary. 

When Col. George W. Adair re- 
turned to Atlanta at the end of the Civil 
War, it was in ruin, but he opened up 
a real estate office, and it was one of 
the first offices of that kind to be 
opened anywhere in the country. At his 
death, about twenty-five years ago, the 
name was changed to “Forrest & George 
Adair” (his sons who had been associ 
ated with him all their lives). 

George Adair was the father of Perry 
Adair, and George Adair is responsible 
for golf in Atlanta on its present scale. 
The East Lake Golf Course (the home 
course of Bobby Jones, Alexa Sterling 
and Perry Adair), being built through 
his efforts, the same being true of the 
Druid Hills Golf Club, which is one of 
the most picturesque clubs in the coun 
try. George Adair did more to develop 
football interest, as well as winning 
teams, at Georgia Tech than any other 
one man. The Adair organization in- 
cludes many men who were active in 
athletics at Georgia Tech, and who are 
also men possessed of excellent business 
qualifications. 
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Insurance Department Ten Years Old 
About ten years ago an insurance de 





partment was organized, and it has been 
very successful. They do one of the 
largest businesses in this section, repre- 
senting as general agents the Globe In- 
demnity Company and also a number of 
leading fire companies. A few years 
ago the business was incorporated un- 
der the name of the Adair Realty & 
Trust Co. 

In addition to being Atlanta’s largest 
real estate and renting organization, 
they- do a national business in bond 
issues, such as is done by S. W. Straus 
& Co. The purchaser of their 7% bonds 
can secure a surety company guarantee 
which Adair has arranged for with the 
Globe Indemnity Company. 

They also specialize in leases for chain 
stores, and handle such leases through- 
out the South for many of the large 
chain organizations, such as A. Schultz, 
W. T. Grant stores and others. The 
own a contracting business, operating as 
Adair & Senter. They also operate a 
trust department. 

They are loan agents in Atlanta for 
the Metropolitan Life, New England 
Mutual Life, Columbian National Life— 
in fact, they cover several Southern 
states for the loan department of the 
Metropolitan. 


Must Be Trained in All Departments 


Every man who starts in with the 
Adair organization “goes through the 
mill” with no favorites being played. 


One of these tasks is that of rent col- 
lector, which means about ten hours’ 
efforts to collect rent from all classes of 
tenants. They all serve full time col 
lecting in the negro quarters and, be- 
lieve me, that’s no cinch! All the sons 
(of Forrest and of George Adair), who 
are now officers in the company, did 
such work for several years. This ap- 
plies to both Perry Adair, oldest son of 
George Adair, also to “Bobby” Jones, 
who entered the employ of the Adairs 
about eight months ago when he com- 
pleted his course at Harvard, after fin- 
ishing at Georgia Tech. 

Perry Adair has twice won the South- 
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ern Championship and holds many other 
important golfing honors. Bobby Jones 
has won every golfing honor, with the 
exception of the British Championship. 
He is the present National Amateur 
Champion and won the open Champion- 
ship in 1923. His total score for five 
years in the open Championships, in 
which, of course, the leading profes- 
sionals of the world compete, is seven- 
teen strokes ahead of his next nearest 
competitor, Walter Hagan, this total be- 
ing computed. from the first tourna- 
ment played in by Bobby five years ago. 
In the past three years he has finished 
second twice and first once! 

“Bobby” Jones is a very husky man 
at the present time, for which golf is 
absolutely responsible. When he was 
about five years old he was very frail 
and delicate. His father rented a small 
cottage that is actually inside’ the 
grounds of the East Lake Golf Course. 
It became therefore a natural thing for 
the boy to knock a golf ball around in 
imitation of the players whom he saw 
all day. The professional at East Lake 
is Stewart Maiden, whose form and easy 
swing Bobby Jones absolutely imitated, 
with result that by the time he was ten 
vears old he played a splendid game of 


golf, winning the Club Championship 
when he was twelve; winning the 
Southern Championship when he was 


fourteen, and going to the semi-finals in 
the National Amateur in his first tourna- 
ment which he entered at the age of 
fifteen. 


Perry and “Bobby” Lifelong Friends 

Perry Adair and “Bobby” Jones have 
been lifelong friends, and have played 
as partners against the leading players 
in the country, winning the great ma- 
jority of their matches. 

East Lake is also the home course oi 
Alexa Sterling, who was several times 
Woman Champion of America. They 
were all taught by Stewart Maiden. 

You doubtless know of the great de 
velopment at Sarasota, Florida, by Ring- 
ling Brothers. Much of this property 
has been turned over to the Adair office. 

Perry and “Bobby” are in Florida 
now. You can imagine what an asset 
it is to the Adair office to be able to 
pull off an exhibition golf match at vari- 
ous points where they may have real 
estate or loan activities featuring such 
interesting fellows as Perry and “Bobby” 
are. They are not only great golfers 
but fine sportsmen in every sense of the 
word, and true gentlemen and regular 
fellows. 

Forrest Adair is directly responsible 
for the erection of hospitals throughout 
the United States by the Shriners, those 
hospitals being equipped to care for 
crippled children. The Scottish Rite 
Masons in Atlanta founded such a hos- 
pital some twelve or fourteen years ago, 
Mr. Adair being largely responsible for 
this. As an outgrowth of that he got 
the Imperial Council of the Shrine to 
assess every member $2 a year to build 
and support similar hospitals throughout 
the country. 








LOYAL TO FRIENDS, AND TO LOYAL AGENTS, LOYAL 





Neal Bassett, President 
Pres. and Treas. 


FIREMEN’S 


INSURANCE CO. 


of Newark, N. J. 


Organised 1855 





Statement J y 1, 1984 
ASSETS AND LIABILITIES 
Capital ....... *$3,000,000.00 

Reserve Reinsur- 
ance Fund and 
Reserve for all 
other lHabilities . 8,181,979.10 


Net Surplus... *3,601,619.22 





eer $14,683,598.22 
Policyholders’ Surplus, 
$6,501,619.22 


“As changed April, 1824. 





Neal Vieo-Pres 

Jehu , Viee-Pree. and Treas. 
Waite Viee-Pres. and Weet. Mgr. 
Devis G. Vaughaa, 


A. H. Haseinger, Secretary 
Wells T. Basecett, Secretary 


THE 
GirardF.«M. 


INSURANCE CO. 
ef Philadelphia 
Organised 1853 
Statement January 1, 1924 
ASSETS AND LIABILITIES 
Gagttal ....6565 $1,000,000.00 


other liabilities.. 2.948 254.39 
Net Surplus.... 1,075,257.08 





a eee .. - -$5,025,111.42 


Policyholders’ Surplus, 
$2,075,257.63 








MECHANICS 


INSURANCE CO. 


of Philadelphia 


Organised 1854 
Statement Jamuary 1, 1934 
ASSETS AND LIABILITIES 
Capital ........$ 600,000.00 


Reserve Reinsur- 
ance Fund and 
Reserve for all 
other liabilities.. 2,208,445 00 


Net Surplus.... 865,373.90 





Total ...... . .-$3,673,818.99 








Policyholders’ Surplus, 








$1,465,373.90 


H. Schmit 

Neal Bassett, Vice- 

» Vice-Pres. and Treas. 
Viee-Pres. and West. Mgr. 


National 
Ben Franklin 


FIRE INSURANCE CO. 
ef Pittsburgh, Pa. 


Organised 1866 
Statement January 1, 1834 
ASSETS AND LIABILITIES 
Capital ........$1,000,000.00 


Reserve Reinsur- 
ance Fund aud 
all other Habili- 
ties 


Net Surplus 


2,938,245 94 
. . -1,819,295.35 





re $4,757,541.29 
Surplus to Policyhelders, 
$1,819,295.35 
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February 13, 1925 
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The Liability of a 
Garage Keeper 


ALL KINDS OF CAR INSURANCE 





General Adjuster Briefly Discusses De- 
cisions Covering Points Which 
Interest Insurance Agents 





The general adjuster of a fire insurance 
company has prepared the accompanying 
important memorandum relative to the in- 
surance liability of a garage keeper: 

In respect to the liability of a garage 
keeper, the decisions seem to run about 
as follows: 

That where an automobile or the 
property of others is stolen from a pub- 
lic garage in which it is stored for pay, 
the burden is on the garage keeper to 
show that he was free from negligence ; 
that a garage keeper storing a car of 
another for compensation is classed as 
a bailee for hire, and as such is bound 
to furnish reasonably safe accommoda- 
tions and to exercise reasonable care 
and prudence to keep the machine in a 
safe manner; that if guilty of negligence 
which results in injury to the machine, 
he may be charged with the damage; 
that the liability of a garage keeper for 
hire is not affected by reason of the 
knowledge of the owner as to the place 
where the property is kept. 


Must Use Reasonable Diligence 

Also, that its acceptance by the garage 
man imposes on him the duty of exer- 
cising due care for its safety and pro- 
tection; that a garage keeper is not an 
insurer of the automobiles left in his 
charge to be cared for, but he is bound 
to use reasonable or ordinary diligence 
in their care and keeping to the end 
that they be not damaged or destroyed 
or lost by reason of theft or otherwise; 
that proof that a motor car, when de- 
livered to a garage keeper was in good 
order, but when called for a few days 
later it was damaged, the water jacket 
having frozen and burst, makes out a 
prima facie case against the bailee, the 
garage keeper, and it then became the 
duty of the garage keeper to rebut the 
prima facie case by showing that he 
used due care as bailee; that a custom 
of garage keepers contrary to the im- 
plied obligation of reasonable care for 
safekeeping, arising in favor of an auto- 
mobile owner by the storing of his car 
at a public garage, cannot absolve the 
garage keeper from observance of such 
care; that a bailee for hire cannot by 
contract so limit his responsibility to the 
bailor as not to be liable for his own 
negligence or the negligence of his 
agents and servants. 

We assume that the employee of the 
garage took the car for a joy ride rather 
than with intent to steal. 


Intent to Steal Necessary 

It is well settled that there must be in- 
tent to steal to make an insurance com- 
pany liable under a _ policy insuring 
against theft, robbery or pilferage. One 
cannot be convicted of either theft, rob- 
bery or pilferage unless he had the in- 
tent to steal, and there is no authority 
for giving any different meaning to 
these words in a contract of insurance 
in which it is stipulated that the com- 
pany will be liable for loss or damage 
to an automobile resulting from theft, 
robbery or pilferage. If the person tak- 
ing the automobile had the animus 
revertendi or, in other words, the inten- 
tion to return it, he is not guilty of 
theft or robbery or pilferage, even 
though he took the machine without the 
owner’s consent. 

Hartford Fire Insurance Co. vs. Wimbish 
(1913) 12 Ga. App. 712, 78 S. E. 265. 

Mic Commercial Ins. Co. vs. Wills (1914) 
$7 Ind. App. 256, 106 N. E. 725. 
The intent to steal is a necessary in- 
gredient in all three offenses. 


Phoenix Assurance Co. vs. Epstein (1917) 73 
Fla. 991, 75 So. 537. 
Hartford 


Fire Ins. Co. vs. Wimbish supra. 
Such a policy does not cover a loss 
where the automobile was wrecked while 
lawfully in the possession of an em- 
ployee of a garage company, under in- 





structions to deliver it to the owner, al- 
though the employee went out of his 
way in making the trip. 

Stuht vs. Maryland Motor Car Insurance Co. 
vs. Wimbish (1913) 12 Ga. App. 712, 78 S. E. 265. 
The fact that the person taking the 
automobile was guilty of a misdemeanor 
under the state “automobile act” would 
not authorize a recovery by the owner, 
if there was no showing of an intent to 
steal. 

Hartford Fire Ins. Co. vs. Wimbish (1913) 12 
Ga. App. 712, 78 S. E. 265. 

An automobile insured against “theft, 
robbery or pilferage” was taken from 
the owner’s garage without his knowl- 
edge by persons unknown and returned 
in a damaged condition. The owner’s 
statement of claim to the insurance 
company set forth a loss of $97.80, in- 
cluding for tools, $4.20; repair bill, 
$63.60, vulcanizing inner tubes, $5; dam- 
age to top and curtains, $25, and un- 
earned premium, $6.50 (the insurance 
company having cancelled the policy 
prior to its termination by its terms). 
It was held that the damage and loss 
were not within the terms of a policy 
providing against “theft, robbery or pil- 
ferage”; that pilferage has but one 
meaning and is some form of stealing. 

Felgar vs. Home Insurance Company of New 

York (1917) 207 Ill. App. 492. 
Joy Riding 

It follows from what has been said 
that an owner cannot recover on a find- 
ing of facts showing that his automobile 
was wrongfully taken for the purpose 
of a joy ride, but not disclosing any 
intention to steal it. 


Michigan Commercial Ins. Co. vs. Wills (1914) 
57 Ind. App. 256, 106 N. E. 725. 

Phoenix Assurance Co. vs. Epstein (1917) 73 
Fla. 991, 75 So. 537. 
An automobile insured against loss re- 
sulting from theft was left in a paint 
shop by the owner to be repainted. 
Men employed in the shop appropriated 
it for the purpose of taking a joy ride, 
in the course of which it was injured. 
It was held that the car was not stolen 
and the insurance company was _ not 
liable under the policy. The fact that 
the taking was altogether wrongful and 
that it was the intention of the men to 
appropriate the car to their own use 
during he ride and to that extent to 
deprive the owner of the use of his 
property was not sufficient to constitute 
their acts larceny. They must have had 
a criminal intent—the intention to steal 
the car, to permanently deprive the 
owner thereof. 

Valley Mercantile Co. vs. St. Paul Fire & 


Marine Ins. Co. (1914) 49 Mont. 430, 143 Pac. 
559. 


Taking by Trick or Device Not Covered 


The ordinary theft policy does not 
cover larceny by trick or device, involv- 
ing the deception of the insured. An 
owner insured against direct loss or 
damage by theft, robbery or pilferage, 
gave the car into the possession of a 
corporation for the purpose of having it 
sold. In an action on the policy the 
complaint alleged that the corporation, 
pursuant to a conspiracy and with 
felonious intent, procured a large number 
of owners, including the plaintiff, to de- 
liver them their automobiles for sale, 








the United States 


to do so. 


you particularly. 


Budget. 


be sent on request. 


Uncle Sam and President Coolidge 


Keep Budgets—Why Not You? 


Vice-President Elect Charles G. Dawes earned 
national acclaim by working out a budget for 
Government. 
adopted as the only practical plan of reducing 
unnecessary Federal expenditures and of know- 
ing the financial status of the nation. 


President Calvin Coolidge says that he keeps a 
personal budget and runs his home on that basis. 
He believes in it for himself and for others. 


Business men and practical women (of large as 
well as of small income) have put their homes 
on the budget basis, or believe it a good thing 


If you have found the budget system easy to 
operate at home, we believe a copy of the JOHN 
HANCOCK BUDGET SHEETS would interest 
If, like some others, you 
believe a budget is too much trouble, then we 
want you to see how simple is the John Hancock 


This would help you to start 1925 along the right 
lines. Without charge or obligation a copy will 
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and thereafter converted and stole the 
car. It was held that this complaint did 
not state facts sufficient to constitute 
a cause of action. The Court said: 
“While this policy insures against ‘theft,’ 
it seems clear that it was not the intention 
of the parties to the contract of insurance 
to insure against larceny By trick and de 
vice; that is, theft, the commission of which 
involves, as an essential element, the decep- 
tion of the insured, resulting in a surrender 
of the possession of his property. The term 
‘theft,’ as used in this policy, does not in- 
clude all forms of larceny recognized by law. 
It does not include a larceny perpetrated, as 
this was, under the form and guise of a busi- 
ness transaction, conducted by the insured 
himself.” 
Dalefield vs. London & Lancashire Fire Ins. 
ba (1917) N. Y. App. Div. 477, 164 N. Y. Supp. 


If the insured, the owner of the auto- 
mobile, was deprived of its possession 
by reason of an honest dispute with the 
taker as to his title and possession, the 
taker merely using a trick to obtain 
what he thought was his property, the 
insured’s damages are not covered either 
by the direct terms or even liberal in- 
tendment of the policy. 


Rush vs. Boston Ins. Co. (1914) 88 Misc. N. 
Y. 48, 150 N. Y. Supp. 457. 
The Court said: 

“To recover under such a policy the insured 
must unquestionably show that the car was 
stolen. He has no cause of action against 
the insurance company, even though he has 
been wrongfully deprived of his property 
feloniously. The criminal intent, however, in 
such cases must usually be gathered from the 
surrounding circumstances, and proof of the 
taking by trick and device would be sufficient 
to allow an inference of felonious intent. 
Nevertheless, this inference will be completely 
rebutted if the insurance company can show 
that the taker of the car acted under an 
honest belief that he was entitled to the pos- 
session of it, and merely used a trick to ob- 
tain what he thought was his own property.” 


Mere Trespass Not Theft 

_ A mere trespass will not render the 
insurance company liable under a theft 
policy. The wife of one A was 
the owner of an automobile and gave 
her husband a power of attorney to sell 
it. He sold it to Bigus, who took pos- 
session of it and fastened the doors of 
the barn where it was kept. He then 
insured the car against “direct loss by 
burglary, theft or larceny.” Shortly 
afterwards A’s wife, who had some 
difficulty with her husband, took the car 
from the barn and transferred it to an- 
other barn. _ Bigus notified the insurance 
company of the loss of the car, which 
could not be found, and he then brought 
suit on the policy. It was held that the 
policy only covered a felonious asporta- 
tion or taking, and it was manifest that 
the taking shown was, at most, a tres- 
pass against which there was no in- 
“"Bigus vs. Pacific Coast Cs 

145 Mo. App. 170, 129 SW. ee oo 








AGAINST “FAVORED BROKERS” 
Senator Kennedy’s Bill Opposes Practice 
of Corporation’s Dictating Where 
Insurance Shall Be Placed 


Senator Martin J. Kennedy, of New 
York City, who is an insurance agent, 
introduced in the Legislature this week a 
bill aimed at what are known as “favored 
brokers”; i. e., brokers whose relations 
with big institutions are so close that 
they can dictate to persons whose mort- 
gages and loans they hold to place in- 
surance with certain favored brokers. 


Security of New Haven Shows 
Goods Results for 1924 Business 


The Security of New Haven, during 
1924, materially expanded its business so 
that assets now aggregate $9,294,625. 
After providing reserves of $921,244 for 
obligations outside of the unearned 
premium reserve, the Security shows a 
net surplus of $2,125,764, which, with its 
capital of $1,200,000, gives a surplus to 
policyholders of $3,325,764. The com- 
pany has been in successful operation 
since 1841. 





GET GREAT AMERICAN 


Platt, Yungman & Co. have announced 
their appointment as Philadelphia 
agents for the Great American, effective 
February 2. 
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Introducing 


INDEPENDENCE 
FIRE INSURANCE COMPANY 


The new “running mate” of 


INDEPENDENCE INDEMNITY COMPANY 
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Because of the association of Independence Fire Insurance Com- 
pany with Independence Indemnity Company, we are now able 
to offer fire coverage and its related side-lines as well as all forms 
of Casualty Insurance and Surety Bonds. 


Thus INDEPENDENCE COMPLETE COVERAGE becomes a reality. 


THE INDEPENDENCE COMPANIES 


Head Office—Philadelphia 
CHARLES H. HOLLAND, President A. B. ROOME, Vice-President 


of The Independence Companies of Independence Fire Insurance Company 


These Companies Maintain Human Relations with their Agents, Brokers and Policy holders. 

















February 13, 1925 
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Fire Rating Rules to 
Remain Unchanged 


VIEW OF COURT’S DECISION 





Counsel for Rating Body Say Unani- 
mous Consent is Needed for 
Future Amendments 





Two issues appear to be settled defi- 
nitely as a result of the Court of Ap- 
peals’ decision sustaining the Importers 
& Exporters and other companies in 
their case against the New York Fire 
Insurance Rating Organization, namely 
that the present rules and regulations of 
the rating organization are legal and 
that they cannot be changed except by 
unanimous consent of the members. In 
other words the rules of the organization 
which today govern commissions, broker- 
ages and number of agents in various 
localities will continue to be applicable 
on all members but they cannot be 
changed in any degree unless every com- 
pany votes to amend them. 

Thus the multiple agency and excess 
commission tangles in Rochester, Syra- 
cuse and some other places in New York 
State are not helped by the decision 
because the rating organization is pow- 
erless to pass new rules governing these 
subjects without unanimous consent. 
It is believed in fire insurance circles 
that the insurance department will seek 
to have legislation enacted in Albany 
which will bring the questions of com- 
missions and multiple agencies within the 
jurisdiction of the rating body because 
these two factors are intimately asso- 
ciated with the formulation of rates. 


Original Bill Altered 

When the original draft of the present 
rating law was presented to the legisla- 
ture it contained clauses stating that 
the central organization should have con- 
trol over commissions and agencies. 
However, this section was deleted be- 
cause of strong opposition from brokers 
and agents. Then it was attempted to 
include this power in the law by inter- 
pretation, but the Court of Appeals has 
now definitely declined to interpret the 
law in that way. If the Insurance De- 
partment wants the rating body to pos- 
sess the power to limit acquisition costs 
it must be by the passage of a bill 
amending the law as it now stands. 

Following is an interpretation of the 
Court of Appeals ruling made by Rum- 
sey & Morgan and sent to Sumner 
Rhoades of the Rating Organization: 

“You have asked to be advised as to 
the scope and practical effect, of the 
decision of the Court of Appeals which 
reverses the order of the Appellate Di- 
vision and affirms the order of the Spe- 
cial Term in the case of the Importers 
& Exporters Insurance Company and 
others against you as treasurer of the 
Rating Organization. The opinion of 
the Court of Appeals is clearly to the 
effect that the Rating Organization can- 
not, by virtue of any legal authority 
given to it by the statute, impose upon 
its members or subscribers, as a con- 
dition of membership, rules as to com- 
missions, brokerages or limitation of the 
number of agencies. It thus seems to 
follow clearly that future rules on these 
subjects, or changes in existing rules, 
will not be binding upon members or 
subscribers to the organization, except 
insofar as they, may be voluntarily con- 
sented to by the members and_ sub- 
scribers. 

Effect of the Decision 


“The effect of the decision upon the 
existing situation, however, appears 
equally clear. It will be recalled that the 
thirty-one protesting companies which 
had not joined with the large majority 
of the companies in this State in the 
Rating Organization originally applied 
to Justice Lehman, then of the Supreme 
Court, for an order requiring the Rating 
Organization to admit them to mem- 
bership or give them its service under 
an agreement that changes or additions 
to the rules should not be binding upon 
them without their consent. 








6 hn PIONEER has always performed 


the seemingly “impossible.” 
might ever have thought of steamships had 
not Robert Fulton realized an existing need. 


Often some insurance agent turns pioneer 
in an apparently unproductive field because 
he realizes a need which was hitherto un- 
recognized there. New and increased forms 
of insurance protection can take care of 



















































Create 


a Market 






these needs. 


The insurance requirements of every com- 
munity are many—if you have suggestions 
and certain needs in your community, com- 


municate with us. 


NORWICH UNION 


FIRE INSURANCE SOCIETY, LTD. 


Hart Darlington, Manager 


Hart Darlington, President 


NORWICH UNION 


W. G. Falconer, President 


The Agent Who Seeks to Give Service 


75 Maiden Lane, New York 


of New York 
Incorporated 1806 


75 Maiden Lane, New York 


The Oldest New York Insurance Company 


INDEMNITY COMPANY 
75 Maiden Lane, New York 


Must Himself be Well Served 


COMPANIES. 


















No one 


J. F. Van Riper, Branch Secretary 


EAGLE FIRE COMPANY 


J. F. Van Riper, Secretary 


H. P. Jackson, Vice-President 








“Justice Lehman held that they could 
not be compelled to consent in advance 
to the rules of the organization on this 
subject, which might be adopted. by it in 
the future. Subsequently, a new ap- 
plication was made to him on behalf of 
the protesting companies whereby they 
sought to be admitted to membership 
or to secure the service of the organiza- 
tion without agreeing to abide by the 
present rules of the organization on this 
subject. This application was denied by 
Justice Lehman. 

“Subsequent to this second decision, 
all of the protesting companies joined 
the organization as subscribers and 
signed an agreement binding themselves 
to abide by all the existing rules of the 
organization including those on the sub- 
jects in dispute. It was agreed between 
them and the Rating Organization that 
such signature should be without pre- 
judice, in case the Court of Appeals 
should grant them relief more favorable 
than did Justive Lehman at Special 
Term. 

Lehman Order Affirmed 


“In the Court of Appeals it was urged 
by the petitioner and its associated com- 
panies that, not only should the decision 
of the Appellate Division be reversed, 
but that the order of Special Term (by 
Justice Lehman) should be modified by 
requiring that the organization’s agree- 
ment should be revised so as to elim- 
inate all reference to the subjects of 
commissions, brokerages, and limitation 
of the number of agencies. Had this 
been granted, the agreement of the 
members and subscribers to abide by 
existing rules would have been materially 
affected. The request of the petitioner 
in this respect, however, was denied. 
The court reversed the Appellate Divi- 
sion but affirmed the order of Judge 
Lehman, which, in effect, bound all the 
members and subscribers .of the organi- 
zation to maintain, under the agree- 
ments, the exisiting regulations. 

“The order of Justice Lehman has al- 
ready been complied with and _ the 
affirmance of it requires no further ac- 
tion on your part. Thus the decision of 
the Court of Appeals leaves the situa- 
tion in regard to the existing rules in 
reference to commissions, browerages, 
and limitation of agencies in ex- 
actly the form in which it has ex- 
exactly the form in which it has ex- 
isted in this State for the two years 
following Judge Lehman’s decision in 
1923. With the authority of Judge Leh- 
man’s order sustained by the highest 
court of the State, the obligation of all 
members and subscribers, including the 
thirty-one protesting companies to ob- 
serve the present rules of the Rating 
Organization, continues. Future rules 
cannot be made except by assent of the 
companies. If such rules are made, it 
cannot be done by authority of the Rat- 
ing Organization against the will of any 
of its members or subscribers, but sucn 
rules must rest upon the authority of 
voluntary agreement.” 





Alexander Stewart Retires 
From Service of L. & L. & G. 
Alexander Stewart, agency superintend- 
ent of the Liverpool & London & Globe 
in its Canadian branch at Montreal, is re- 
tiring from the company’s service and will 
enter the brokerage field. On behalf of 
the staff the manager presented him with 
a club bag and Mrs. Stewart with a fitted 
dressing case, the gift of the company 
being a substantial check. Mr. Stewart 
started in the business in Hamilton in 
1876 and four years later went to Mont- 
real. He went with the L. & L. & G. 
in 1901. 





COLUMBIA FIRE ENTERS N. Y. 


The Columbia Fire of Dayton, Ohio, 
has been licensed to write business in New 
York State. The company has total as- 
sets of over $1,100,000, a capital of $300,- 
000 and a net surplus of more than twice 
that amount. The company is forty-three 
years old, but until recently has been 
operating only in Ohio, Indiana and 
Michigan. 
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XPLOSIONS! STRIKES! RIOTS! Some policy holders 
still ignore these hazards until the danger is upon them. 
The way to get this class of coverage on a sound basis is to 
show the all-around advantage of carrying it asa permanent 
form of protection. 


That is the special work that Star agents are undertaking 
with their clients during the month of February. 


They are showing that such losses are not covered by fire poli- 
cies. They are explaining that the rates have been reduced; 
that rates are automatically tripled when strikes or similar 
troubles threaten, that these risks are present where least sus- 
pected. Star agents are out this month to prove that real profit 
lies in selling Explosion, Riot, Strike and Civil Commotion 
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Financial Strength of - 
Buffalo Insurance Co. 


LEADS ALL IN ONE RESPECT 


That Is, Surplus ‘te Pellegtaifiors Per 
Dollar of Premiums, Which 
Is $2.42 


When Sidney R. Kennedy left New 
York City to go to Buffalo, N. Y., to be- 
come president of the Buffalo Insurance 
Co., he found himself head of a com- 
pany which has a remarkable financial 
strength. Comparing his own company 
with a group of six fire insurance lead- 
ers in other cities, such as New York 
and Hartford, he learned that on a basis 
of 1923 premium receipts the Buffalo 
Insurance Company had a surplus to 
policyholders per dollar of $2.42, while 
each of the half dozen other companies 


had surplus to policyholders per dollar 
premiums of from 52c to 70c. 

There are a number of reasons for 
the unusual financial strength of the 
Buffalo Insurance Company, which, by 
the way, in 1923 had a premium income 
of nearly $1,200,000 and a surplus to 
policyholders of $2,868,373. 


Company Started in 1867 


The company was started in 1867 and 
some years later erected its present 
building on a site which has turned out 
to be about the most desirable corner 
in Buffalo; so the company has profited 
largely by the foresight of its officers 
in selecting this particular site. 

The second elevator built in Buffalo 
was installed in the Buffalo Insurance 
Company’s building, remaining until last 
year, when a modern one was _ substi- 
tuted. 

The company has always had a first- 
class reputation for its stability and con- 
servatism. The excellent foundation is 
ready on which to build a larger pre- 
mium income, and it is generally believed 
that the future of the Buffalo Insurance 
Co. will be more of an underwriting 
factor than it has been in the past. 

In 1917 the Buffalo was fifty years 
old. When the company started in 1867 
it confined its efforts to the acceptance 
of local risks; then it branched out in 
Western New York and very little busi- 
ness was written outside of this state 
before 1870. By 1873 it was considered 
advisable to establish an agency in 
Chicago. 

An interesting fact about the Buffalo 
Insurance Company not generally known 
is that when the company was organ- 
ized in 1867 its charter provided that 
its existence should be of thirty years’ 
duration. At the expiration of the thirty- 
year period the directors passed a reso- 
lution to take necessary legal steps to 
extend the company’s existence again. 

John G. Wickser, chairman of the 
board of the Buffalo, who has been such 
a prominent figure in that company and 
who was its president from 1907 and its 
vice-president from 1899 until 1907, was 
treasurer of the State of New York from 
1903 to 1905. 

During the first fifty years of the Buf- 
falo Insurance Company’s life, there 
were only sixty-two different men on the 
board. 


Valuable Ground Only Cost $40,000 


Reverting again to the company’s 
building in Buffalo, it was purchased in 
1870 for $40,000 by individual directors 
and offered to the company at the same 
price, which offer was accepted. Later, 
some additional adjoining property was 
purchased. 

The Buffalo Commercial Insurance 
Company was merged with the Buffalo 
Insurance Co. in 1914, the absorption 
bringing an increase of nearly half a 
million dollars to the gross assets. 


TO MEET IN CHICAGO 
The Hartford Fire Insurance Conven- 
tion will be held at the Drake Hotel in 
Chicago February 18th and 20th. 
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MASS. FEDERATION MEETS 





C. S. Ashley, Jr. Elected President; 
Compulsory Auto and Reciprocal 
Covers Discussed 


More than 400 insurance men turned 
out for the sixth annual meeting last 
week in Boston of the Insurance Fed- 
eration of Massachusetts. The subjects 
of automobile liability insurance and re- 
ciprocal covers were discussed. Charles 
S. Ashley, Jr., of New Bedford, was 


‘elected president and John W. Downs, 


secretary-treasurer. The following were 
elected vice-presidents : 

Norman A. Brainard, Springfield; 
James N. Buffington, Fall River; Rock- 
wood H. Bullock, Worcester; Fred C. 
Church, Lowell; Edwin J. Cole, Fall 
River; John J. Cornish, Boston; Fred- 
erick G. Farquhar, Boston; Henry A. 
Field, Springfield; Henry B. Fowler, 
Boston; Thomas R. P. Gibb, Boston; 
William R. Hedge, Boston; John A. 
Johnson, Gloucester; James H. Leigh- 
ton, Lowell; William F. Macy, Boston; 
Corwin McDowell, Boston; G. Leonard 
McNeil, Boston; James G. Page, Haver- 
hill; James P. Parker, Boston; George 
B. Proctor, Boston; Edwin W. Smith, 
Westfield; Robert A. Sullivan, Boston; 
Harrie H. Whitney, Boston; William C. 
Moulton, Pittsfield. 


Fireman’s Fund Proposes to 
Increase Capital to $5,000,000 


Stockholders of the Fireman’s Fund will 
meet March 31 to vote upon the proposi- 
tion of the board of directors, made last 
week, to increase the capital stock of the 
company from $3,000,000 to $5,000,000, and 
reduce the par value of the shares to $25. 
The $2,000,000 new capital stock should be 
sold at 150% and the excess above par 
which will produce $1,000,000, should be 
added to the surplus account, according to 
the directors’ recommendations. If the plan 
goes through the Fireman’s Fund will have 
a capital of $5,000,000, surplus of $5,500,- 
000 and total gross assets of over 
$28,000,000. 





216TH YEAR 


SUN 
INSURANCE OFFICE OF LONDON 


FOUNDED 1710 
UNITED STATES BRANCH 
55 Fifth Ave. - New York 
WESTERN DEPARTMENT: 
Wrigley Bldg., 410 N. Michigan Ave. 
Chicago 
PACIFIC DEPARTMENT: 


N. W. Cor. Sansome and Sacramento Sts. 
San Francisco, Cal. 











AGENCY IS REORGANIZED 


The agency of Maphis, Twyman and 
McKennie at Charlottesville, Va., has 
been reorganized and incorporated under 
the style of Maphis and Twyman In- 
surance Agency with maximum capital 
stock limited to $50,000 and minimum to 
$15,000. Incorporators are Charles G. 
Maphis, president; Mary T. Michie, sec- 
retary; and Guy F. Via. 


THE HANOVER 
FIRE INSURANCE COMPANY 


Continuously in business since 1852 


The real strength of an insurance com- 
pany is in the conservatism of its man- 
pment, and the management of THE 

ANOVER is an absolute assurance of 
the security of its policy. 


CHARLES W. HIGLEY, President 





















HOME OFFICE 
Hanover Bldg., 34 Pine St. 
NEW YORK 


Howle, Jarvis & Wright, inc, General Ageate 
Metropolitana District 
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Goods in shipment 


What an opportunity to sell Transportation Insurance! 
With prosperity predicted for 1925 and the consequent 
increase in shipping via all routes, a receptive market 


awaits solicitation of this line. 


transit is a prospect. 


Every owner of goods in 


And the advantages to be gained from pushing the 
Annual Transit Floater are not alone in its own com- 
missions, although the added income certainly justifies 


the effort. 


peculiarly valuable. 


As a wedge into new accounts, this line is 


For full information on the Annual Transit Floater, 
ask the Fidelity-Phenix Special Agent or write direct to 
the Inland Marine Department of the company. 
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ELITY-PHENIX 
FIRE INSURANCE CO- 


8O MAIDEN LANE, NEW YORK,NY. 


CASH CAPITAL 
FIVE MILLION DOLLARS 


ERNEST STURM, Chairman of the Board 


NEW YORK 


CHICAGO 


MONTREAL 


PAUL L. HAID, President 


SAN FRANCISCO 
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Stamford Agency 
Quits Agents’ Assn. 


RESENT ATTACK ON FIREMEN’S 


Connecticut Agent Says Efforts of 
National Assn. Should Be Toward 


Cutting Commissions 


The Rhinehart-Hoyt Agency, Inc., of 
Stamford, Conn., has resigned its mem 
bership in the Connecticut Association of 
Insurance Agents because of the latter’s 
part in the fight against the Firemen’s 
of Newark. The Stamford agency rep 
resents the Fireme n’s and other com- 
panies. Following are extracts from the 
letter written to the secretary of the 
Connecticut Association: 

“IT have just received the ‘News Let- 
ter’ over the signature of Mr. Faulkner, 
president. As the writer finds himself 
out of sympathy with the very obvious 
intentions of the Association, we wish tu 
present our resignation as members of 
the Association to take effect immedi- 
ately. 

“We are not in sympathy with the 
campaign which is being conducted 
against the Firemen’s Insurance Com- 
pany of Newark, N. J. While we have 
represented the Firemen’s for several 
years it is by no means the leading com 
pany in our agency, so that it is not 
because of any special business relations 
with this company. 

“We are sending a copy of this letter 
to the Honorable Howard Dunham, In- 
surance Commissioner, and also to the 
Firemen’s Insurance Company of New- 
ark, N. J. 

“In closing, we might add that if the 
insurance agents in this country were less 
concerned about dictating what the com- 
panies should do, and more concerned 
about obtaining reduction in commissions 
to agents and rates to the public, the 
objective would be worth while and you 
would be able by one fell stroke to re- 
move many of the evils which now infect 
the business. It is the high commissions 
offered that attract agents and if the 
commissions were less you would not 
have so many. Whether they are banks 
or bootblacks, the results would be the 
same. 

“Very truly yours, 
“THe Rutnenart-Hoyt Acency, Inc. 


” 


Premium Income and Assets of 
L. & L. & G. Group of Companies 


The Liverpool & London & Globe last 
year wrote net premiums amounting to 
$12,080,531, and the total admitted assets 
of the company are now $20,004,078 as 
compared with $20,703,719 at the end of 
1923. The surplus to policyholders now 
equals $5,615,900 as against $6,260,781 the 
year before. 

The Star last year wrote $2,320,600 net 
premiums. Total admitted assets at the 
end of 1924 were $4,765,577 as compared 
with $4,389,000 the year previous. The 
surplus to policyholders is $2,172,123, 
while at the end of 1923 it was $2,269,- 
281. 

The Federal Union in 1924 wrote 
$296,416 net premiums. The company 
has $1,694,139 in admitted assets and a 
surplus to policyholders of $1,447,698. 


CAMDEN FIRE VOTES INCREASE 

Stockholders of the Camden Fire 
have voted in favor of the proposition 
to increase the company’s capital stock 
from $1,500,000 to $2,000,000. One hun- 
dred thousand new shares will be issued 
at $5 a share. Each present stockholder 
is entitled to subscribe for one new share 
for each three shares of the present 
stock he holds. 


KOECKERT IN WEST 
Fred W. Koeckert, assistant United 
States manager of the Commercial 
Union, is in Chicago in conference with 
representatives of that company. He 
will visit the South before returning to 
New York. 


National Liberty 
Has Biggest Year 


PREMIUM INCREASE, 


$718,341 


Surplus and Reeve Also Show In- 
creases; Added Facilities For 


This Year 


[yespite the fact that. 1924 was not an 
especially good year for fire insurance 
companies, the 1924 financial statement 
of the National Liberty indicates that 
the company made the largest under- 
writing profit of any year in its history. 
The company increased its assets by 
$1,670,710; its net surplus, after payment 
of dividends, by $1,000,770; its written 
premiums, $718,341, and its unearned 
premium reserve, $638,051. The increase 
in premiums is especially noteworthy, as 
the competition has been keen, and 
other companies in some cases show a 
decrease. 

Total assets of the company are now 
$14,189,226; the premium reserve is 
$7,398,203, and the net surplus is $4,003,- 
663. The capital is now $1,500,000, so 
therefore the surplus to policyholders is 
$5,503,003. The losses paid to policy- 
holders since the organization of the 
company have amounted to $66,242,000. 
The company reports a fine start this 
year, has increased its facilities, in- 
cluding advertising service, and_ will 
be equipped better than ever before to 
co-operate with its agents. 


HERVEY W. LAIRD RESIGNS 
Asst. Secretary of National Association 
of Insurance Agents Going in 
Local Agency Work 


Hervey W. Laird, assistant secretary 
of the National Association for the last 
three years, has resigned as of next 
Monday, February 16, to enter the local 
agency business in Florida. He has ac- 
quired an eee in the H. J. Drane & 
Son Agency at Lakeland, near Tampa. 
Mr. Laird has had considerable experi- 
ence in the agency end of fire insur- 
ance and his contact with members of 
the National Association has both in- 
creased his information and developed 
for him many valuable friendships. 

Mr. Laird’s early years were devoted 
to newspaper work, after which he be- 
came insurance commissioner of Ala- 
bama. Later he did company work, 
devoting much of his time to education 
and working with the agents. Since 
he came to the National Association in 
1922 Mr. Laird has been on the editorial 
staff of the “American Agency Bulletin” 
and has assisted Secretary Walter H. 

sennett in New ore headquarters. 

Concerning Mr. Laird’s resignation the 
Ni ational Association says: 

“Mr. Laird’s resignation is regretted 
because of his unfailing willingness and 
readiness to serve the agency cause with- 
out regard to personal sacrifice. He 
leaves with the best wishes for success 
in his new venture of Secretary Bennett 
and the other officers and the executive 
committee as well as his co-workers at 
National Association headquarters.” 

Insurance newspaper men in New York 
and other friends of his tendered Mr. 
Laird a farewell luncheon last Friday at 
Angelo’s restaurant. He left New York 
Saturday for Savannah, Ga., and will go 
direct from there to Florida. 


QUEENSLAND FIRE AGENTS 

The Queensland of Australia has ap- 
pointed Charles E. Wickham, 96 Maiden 
Lane, as its New York agent, and Barto, 
Wood & Moran, and William E. Kinz 
& Co. as Brooklyn agents. W. J. Co- 
mans of this city is United States man- 
ager and H. J. Robinson is fire manager 
for the Queensland. This company has 
written marine insurance for several 
years in the Eastern part of the United 
States but not until last year did it 
undertake to engage in the fire end of 
the business. 
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One thing that makes a Hartford 
agency so attractive is the feeling that 
the Hartford is so well known. 

One thing that helps make the Hart- 
ford so well known is its striking color 
advertisements in The Saturday Eve- 
ning Post every four weeks. 


Some phase of the Hartford’s service 
may be open in your city. If you are 
interested, let us hear from you. 


HARTFORD FIRE 
INSURANCE COMPANY 


Hartford, Conn. 


The Hartford Fire Insurance Company and the 
Hartford Accident and Indemnity Company write 
practically every form of insurance except life 























I || 

















February 13, 1925 





Page 23 








Text of Rating Organization Decision 


The text of the opinion of the Court 
of Appeals, this state, in reversing the 
opinion of the Appellate Division in the 
New York Fire Insurance Rating Organ- 
ization case, deciding against the rating 
organization's power to fix commissions, 
follows. The title of the case is Im- 
porters & Exporters vs. Sumner Rhoades. 
The latter is manager of the rating organ- 
ication, 


The only question herein, as appears 
by the opinion below and the argument 
on appeal, is whether appellant, a cor- 
poration authorized to transact the busi 
ness of fire insurance within this state, 
is entitled, as matter of law, to the 
service of the New York Fire Insurance 
Rating Organization. Has it a substan- 
tial statutory right to avail itself of such 
services which has been denied without 
just legal cause? The question is prop- 
erly here. (People ex rel. Flynn vs. 
Woods, 218 N. Y.124, Matter of Weiden- 
field, 176 N. Y. 562.) 

The rating organization is organize] 
under ch. 660 of the laws of 1922, which 
amended the insurance law by adding 
thereto sections 141-a, 141-b and 141-c, 
providing for and regulating organiza- 
tions “for the purpose of suggestin: 
approving or making rates for fire in- 
risks within this state,” 
and is the only such organization within 
the state. The term “rate,” as used in 
these sections, includes “all the elements 
and factors forming the basis of com- 
puting the consideration for insurance.” 


(Sec. 141, p. 1.) 
What Law Provides 


The law provides that “the schedules, 
rules and methods employed in comput- 
ing the rates charged for fire insurance 
shall be reasonable.” It further pro- 
vides that every such rating organization 
“shall admit to membership, or shall fur- 
nish its service without discrimination 
to any person, association or corporation 
authorized to transact the business of 
fire insurance within this state applying 
therefor.” The rating plan and list of 
insurance companies represented by the 
rating organization must be filed with 
the Superintendent of Insurance. The 
purpose of a_ rating organization is 
to compute uniform standard non-dis- 
criminatory rates for fire insurance upon 
all classes of risks written by its mem- 
bers. It is fairly stated in paragraph 2 
of Sec. 141-a of the law, which reads 
as follows: 


surance upon 


“Every such rating organization shall apply 
minimum class rates, formally adopted, to al 
risks within this state rated by such organiza- 
tion for fire insurance, or after an inspection 
of a risk, fix and promulgate specific rates there- 
for, which rates shall be based upon schedules 
formally adopted by such rating organization for 
the various classes of risks rated by it and 
filed with the Superintendent of Insurance, except 
where the class of risks or the local ccnditions 
may in the opinion of the Superintendent of 
Insurance justify flat or non- schedule ratings. 
Every such rating organuzaticn shi all make an 
inspection of every such risk which is separately 
or specifically rated and shall make a written 
survey thereof which shall be filed as a_ per- 
manent record in the oftice of such organiza 
tion,”’ 


Power Limited By Statute 


Its power to make rules is limited by 
the statute to “rules affecting such rates 
and charges of the rating organization” 
or “rules ... employed in computing the 
rates,’ and its members must comply 
with such rules and fix their rates ac- 
cordingly, except that a yearly higher or 
lower rate may be fixed pursuant to Sec. 
141-a, par. 3. But the superintendent of 
insurance may remove discriminations 
and adjust improper rates. 


The rating organization is a develop- 


ment of insurance arising out of the 
difficulties of rate-making based on the 
experiences of a single company. The 
purpose of the law is to give all cor- 
porations authorized to transact the 
business of fire insurance in this state 
the privilege of membership in such an 
organization. The privilege is a valu- 
able one. Both as a matter of range of 
experience and of expense, it is imprac- 
ticable for one company to maintain a 
rating organization. 

The Merritt Legislative Report (Re- 
port, Merritt Com. Assembly Doc., 1911, 
p. 40) says: 

“* * * the practical result (of the difficulty of 
the problem of rating) is that it is impossible 
to make | rates properly on the basis of a single 
company’s experience. The experience even of 
th largest companies is not extensive enough to 
insure the proper working of the law of averages 
on all classes. It 1s very natural, then, and 
from this point of view desirable, that the com- 
panies should for this purpose combine; for not 
only can they thus make rates more effectively, 
but since rates on the same classes are needed 
by all, it would be a useless expense to have 
the work duplicated.” 

“The Lockwood Legislative Report (Report 
Housing Committee, Legislative Document, 1922 
p. 224), says: 

““Rate-making upon the endless items of 
property that enter into the insurance business 
is exceedingly difficult and expensive. It re- 
quires a large organization and expert knowl- 
edge and experience. No single company, how- 
ever large, can afford to make rates for itself 
alone. That and the fact that the business was 
one peculiarly affected with a public trust, have 
always been the burden of the arguments ad- 
vanced by the insurance companies for being 
permitted to combine in these rate-making 
bodies. Refusal of access to the rates virtually 


means exclusion of the company from compe- 
tition.’ ” 


Rates 


Guided By Net Return To 


Companies ' 


The respondent, as an incident to its 
rule-making power refuses to furnish its 
service to appellant unless it will agree 
to the terms imposed on members sig- 
natory to its membership agreement and 
maintain and observe rules of the rating 
organization not only as to the rules 
employed in making rates, but also as 
to commissions, brokerages and number 
of agencies. Appellant refuses to sign 
an agreement to be bound by such 
rules, for the reason that it desires the 
benefit of the rating organization with- 
out assenting to the control of its busi- 
ness methods thereby. It has been held 
below that commissions, brokerages and 
number of agencies are so intimately al- 
lied with the general scheme of “making 
rates for fire insurance upon risks within 
the state” as to be an integral part 
thereof; that the rule to be employed in 
computing .a rate essentially depends on 
the net return to the company. The 
rates, however, are the charges to be 
made by the insurer to the insured for 
fire insurance. Information as to the net 
returns to the companies on the insur- 
ance written by them may be an essen- 
tial element of scientific rate fixing. The 
amounts paid for premiums as divided 
between the insurance company and 
agents and brokers have a direct connec- 
tion with the rate itself. 


A Distinction 


It may well be that voluntary rating 
associations have in the past been con- 
trolling such subjects. But the distine- 
tion is obvious between a rating asso- 
ciation existing under the statute and 
one existing solely by agreement of 
members. The latter may pick and 
choose; the former must admit to mem- 
bership any corporation authorized to 
transact the business of fire insurance 
within the state, which agrees to be 
bound by the rules affecting rates to be 
paid for insurance. The latter may ex- 
tend the scope of its rules according to 
its own will. The former may not ex- 
clude eligibles by adopting rules which 
go beyond the fixing of rates to be 
charged by the companies. Information 
as to the amounts allowed for commis- 
sions and brokerage may be valuable. 


The fixing of such sums by the rating 
commission is another matter. A com- 
bination of companies to fix rates with- 
out express authority may be of ques- 
tionable legality. Respondent exists by 
virtue of law. 


Talks About “Smuggling a Grant 
Into a Law” 


We must read into the act a legislative 
purpose to limit commissions in fire in- 
surance as it has in life insurance (In- 
surance Law, Sec. 97) in order to uphold 
the power of the rating organization to 
regulate these matters. /f the rating or- 
ganization is to be clothed with the revo- 
lutionary attributes of a state agency to 
regulate commissions, the legislative author- 
ity should be explicit in terms and_ the 
court should not smuggle such a grant 
into the law under the guise of liberal 
construction. 


The question is not altogether one of 
discrimination, although the learned jus 
tice at special term properly says that 
the rule in controversy constituted an 
illegal discrimination against these com- 
panies which preferred to run their busi- 
ness in a different way than that made 
mandatory on members. If such com- 
panies have the right to the service of 
the rating organization the plea of equal- 
ity and fairness in matters ultra vires 
the organization should not prevail. (P. 
ex rel. N. Y. Fire Ins. Ex. v. Phillips, 
Za? Ni 5, 167) 


The question is one of the statutory 
power of the rating organization to 
make rules. The legislature, if it had 
seen fit to do so, might have included 
in its grant of power to regulate rates 
the further power to regulate agents’ 
and brokers’ commissions; the next logical 
step would be to include, limit and regulate 
as factors in rate making all expenses of 
the insurance companies such as salaries 
and office expenses. The question would 
then arise whether such legislation was 
for the benefit and protection of the 
public (German Alliance Co. v. Lewis, 
233 U. S., 369), or whether it interfered 
with the right of fire insurance com 
panies to regulate their own business in 
regard to agents’ and brokers’ commis 
sions, and the number cf agencies they 
should establish, and other matters of 
internal management—a question which 
we need not consider at this time. (N. 
W. Nat. Ins. Co. v. Fishback, 228 Pac. 
Repr., 516.) 


Says Rating Organization Went 
Outside of Its Power 


The rules of the rating organization 
must be lawful, proper and within the 
scope of the authority granted. By this 
test, we fail to find in the statute the 
far-reaching power which the respondent 
assumes to exercise. If the language of 
the statute does not reach the case the 
court has no jurisdiction to enlarge its 
scope beyond what the legislature has 
permitted. The rule of equity and fair- 
ness to all entitled to the benefits of the 
rating organization is found in the 
statute. It mav not be made more irk 
some than the legislature has made it, 
even though all are treated alike. 


The order of the Appellate Division 
should be reversed and that of the spe 
cial term affirmed with costs in this court 
and in the Appellate Division. 


NO WATER SUPPLY; BIG LOSS 


Franklin H. Wentworth, secretary of 
the National Fire Protection Associa 
tion, has gotten out a special circular on 
the town of Bridgewater, Mass., where 
the oldest State Normal School in the 
country was wiped out with a loss of 
over a million dollars, largely because 


the town had no water supply for fire 
protection. 


1924 List of Company 
Births and Deaths 


IT’S A STAND-OFF ON NUMBER 


Twelve Companies Retired During Year; 
Five Reciprocal Exchanges Out 
of the Running 


Insurance companies are still being or- 
ganized and are still retiring. Best's 
Insurance News prints an unusually in- 
teresting list showing the births and 
casualties. The 1924 record follows: 

Companies which began business or 
entered the United States in 1924: 

American Fire and Marine Ins. ( 

“ex. 

American Home Fire Ins. Co., Cincinnati, O. 

Buyers Insurance Company, Memphis, Tenn. 

Central Federal Fire Ins. Co., Davenport, Ia. 

Commercial Standard Lnsurance Co., Dallas, 

ex. 

Delaware Insurance Co., New York. 

*Federal Union Insurance Co., New York. 

Jupiter General Insurance Co., Bombay, India. 

Liberty Bell Insurance Co., Philadelphia, Pa. 

Manhattan Fire and Marine Ins, Co., New 


, Galveston, 


New York Fire Insurance Co., New York. 
Provident Fire Insurance Co., New York. 
Seaboard Insurance Company, Baltimore, Md. 
Security National Fire Ins. Co., Galveston, Tex. 
Southeastern Insurance Co., Tampa, Fla. 
Sylvania Insurance Company, Philadelphia, Pa. 
Tennessee Ins. Co., Chattanooga, Tenn. 
Travelers Fire Insurance Co., Hartford, Conn. 
Washington Assurance Corp., New York. 
World Fire and Marine Ins. Co., Hartford, 

Conn. 


Reciprocal Associations Which Began 
Business in 1924 


American Automobile Ins. League, Muskegon, 
Mich. 

Automobile Inter-Ins. Exchange, Los Angeles, 
Cal. 
Old Trails Automobile Ins. Assn., 
Ind. 
Reliable 
Ind. 

St. Paul Reciprocal Ins. Exchange, St. Paul, 
Minn. 


Lloyds Which Began Business in 1924 
Chicago L\yds, Chicago, Tl. 


Stock Fire and Marine Companies Which 
Retired During 1924 


Alpha General Insurance Co., Ltd., Calcutta, 
India.—Reinsured American business with the 
Jupiter General Insurance Co., Bombay, India, 
November 1, 1924. 

American Standard Fire Ins. Co., Nashville, 
Tenn.—-Absorbed by the Lincoln Fire Insurance 
Co., Nashville, Tenn., effective April 21, 1924. 
To be liquidated. 

Charleston Insurance & Trust Co., Charleston, 
S. C.—Reinsured by Globe & Rutgers Fire In 
surance Co., New York, March 20, 1924. 

Farmers’ Insurance Co., Dickinson, N. D. 
Lyall B. Merry was appointed temporary re 
ceiver on January 21, 1924. 

Liberty Fire Insurance Co., St. Louis, Mo. 
Business reinsured and control purchased as of 
May 7, 1924, by interests operating the Mar- 
quette group of companies, Chicago. 

Madison Insurance Company of Indiana, In 
dianapolis, Ind.—Liquidating. Receiver ap 
pointed in October, 1924. 
Nationale Fire Insurance 


South Bend, 


Automobile Ins. Assn., South Bend, 


Company, Paris, 


France.—Because of the low price of the franc 
this company retired from the U. S. in June, 
1924. Business reinsured by the Rhode Island 
Ins. Co. and the Crum & Forster group. 


North American National Insurance Co., Des 
Moines, Ia.—Reinsured by the Minneapolis Firs 
& Marine Ins. Co. as of May 1, 1924. To be 
liquidated 

Paternelle Fire Insurance Co., Ltd., Paris. 
France.—On July 1, 1924, the reinsurance agree- 
ment between this company and the Royal Ins. 
Co. was cancelled. Will retire from the United 
States 

Peninsular Fire Insurance Co. of America, 
Grand Rapids, Mich.—Grand Rapids Trust Com- 
pany appointed permanent receiver, December 
29, 192A. 

Phenix Fire Insurance Co., Paris, France.—Be- 
cause of the low price of the franc this com 
pany retired from the United States in June, 
1924. Business reinsured by the Rhode Island 
Insurance Co, and the Crum & Forster group. 

Union Hispano Americana F. & M. Ins. Co., 
New York.—Business reinsured by the Automo 
bile Insurance Co, of Hartford, Conn., in June, 
1924. Liquidating. 


Reciprocal Exchanges Which Retired 
During 1924 


Associated Employers’ Reciprocal, Chicago, Il 

Business as of July 28, 1924, reinsured in the 
Indiana Mutual Casualty Co., Indianapolis, Ind. 
To be liqiudated. 

Automobile Insurance Exchange, Philadelphia, 
Pa.—Merged with Keystone Indemnity Exchange, 
Philadelphia, Pa., early in 1924. 

Hardware Exchange, Elgin, Il—Merged with 
the Hardware Underwriters’, Elgin, IIL, early 
in 1924. 

The Indemnity Exchange, Chicago, Ill.—I 
sured by Central Manufacturers’ Mutual 
Insurance Co. of Van Wert, Ohio, Novem 
1924. Will liquidate 


Lumberman’s Exchange, Kansas City, Mo 
d 
( 





Consolidated with the Reciprocal Anan 
Reciprocal Underwriters’, both of peel ity, 
Mo., as of May 1, 1924. Business continued un 
der the title Reciprocal Underwriters’. 
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Care of Sprinkler 
Tanks in Winter 


FREEZING HAZARD DANGEROUS 


Value of Sprinklers Depends on Keep- 
ing System in Active Operation 
At All Times 


The current winter has been severe 
throughout this section of the country 
with near-zero temperature not at all 
uncommon. This condition increases the 
hazard of frozen sprinkler systems and 
endangers especially outdoor sprinkler 
tanks. C. D,. Abbott, of the Inspection 
Department of the Associated Factory 
Mutual Fire Insurance Companies and 
a member of the National Fire Protec- 
tion Association, has written an article 
on the care of sprinkler tanks in winter 
for the “Factory Mutual Record.” Mr. 
Abbott’s advise on sprinklers follows: 

“Fortunately, a sight such as a sprink- 
ler tank covered with ice is unusual. 

“Sometimes, however, due to leakage 
or continual overflowing to prevent in- 
ternal freezing, the whole structure be- 
comes ice-coated. Tank towers are not 
designed to carry such an immense bur- 
den of ice, which in several instances 
has caused complete collapse. There is 
no need of jeopardizing life, property, 
and fire-protection by ice, either inside 
or outside of a tank or in the piping. 
It is only necessary to observe two 
simple precautions. 

“First, never overflow a tank to pre- 
vent freezing. Instead, provide a_ suit- 
able heating system. Second, stop all 
leaks immediately. Leaks in wooden 
tanks can often be overcome for a few 
vears by treating the inside with one of 
several suitable waterproof cements ot 
mastic linings. Leaks in steel tanks can 
be stopped by caulking joints, plugging 
holes with bolts and lead washers, or 
rivets, or by patching, if necessary. 


Adequate Heating Necessary 


“Adequate heating ranks next to 
structural design in importance. An ice 
plug in a tank riser will stop the flow 
of water as effectively as a closed valve 
and will sometimes break the pipe. An 
other result of inadequate heating, fully 
as serious as an ice plug in the pipe or 
icicles on the structure, is the formation 
of ice within the tank itself. 

“An air-tight ice-seal, reported to be 
thirty inches thick, formed in 1920 in the 
top of a steel tank at the Columbian 
Mills, Jersey City, N. J., when the heat- 
ing equipment was out of order. When 
water was drawn from the tank, form- 
ing a vacuum under the ice, the sides ot 
the tank collapsed inward. The same 
thing happened to a standpipe at Col- 
lingswood, N. J., in 1900. The opposite 
effect, or bursting by internal pressure 
when water was pumped against a thick 
ice-seal, wrecked a standpine at Defi- 
ance, Ohio. 

“Other failures have been caused by 
falling masses of ice in a partly or com- 
pletely emptied tank; also by strain due 
to expansion of freezing water between 
the steel shell and a thick internal cylin- 
der of ice. 

“The danger of freezing is by no 
means confined to northern latitudes. 
Zero weather has occurred as far south 
as Florida, Alabama, Mississippi and 
Louisiana, and because such severe 
weather is infrequent many are caught 
unprepared. For instance, during the 
winter of 1912, fifty tank risers in the 
South were burst by ice. Again, in Feb- 
ruary and March, 1917, Factory Mutual 
inspectors reported twenty- six cases of 
tank trouble due to ice, nine of these be- 
ing frozen risers in South Carolina and 
Georgia. It is evident, therefore, that 
in most parts of the South, tank risers 


should be protected by a tight boxing 
containing a steam coil. 


Methods of Tank Heating 


“Tt used to be common to heat tanks 
by blowing steam directly into the wa- 
ter. But the condensing steam causes 
constant overflowing of the water, whicl. 
forms icicles, Also this method often 
overheats the tank while permitting 
freezing of the riser. Overheating is 
wasteful and also detrimental, especially 
to a wooden tank. But the simplicity 
and low initial cost of this method make 
it reasonably well adapted for parts of 
the South such as northern Georgia, 
Alabama and Mississippi, where only in- 
frequent heating of the tank itself is 
necessary. 

“A better method of tank heating is 
by means of a coil of brass pipe inside 
the tank. This works well if the steam 
supply and return pipes are close to the 
riser to keep it warm, but such systems 
sometimes become choked with conden- 
sation. Also, there is no way to tell 
whether the water is too warm or not 
warm enough. 

“The best method of heating, espe- 
cially in northern latitudes, is by gravity 
circulation. The lighter hot water rises 
from the heater through a separate pin 
which extends vertically inside the frost - 
proof casing and terminates at about the 
center of the tank. The heavier cold 
water passes from the tank down 
through the riser to the heater. A ther- 
mometer located in the cold-water re- 
turn-r’=> near the heater records the 
temperature of the coldest water in the 
system and thus »ermits most economi- 
cal operation, because the heater can 
be regulated to keep this coldest tem- 
perature only a few degrees above 
freezing. 

“Tank heaters are usually supplied 
with steam from the mill boilers, but a 
coal-burning water-heater is entirely 
practicable. Gas and _ electricity may 
also be used, although their cost is usu- 
allv prohibitive. 

“It is a wise precaution and real 
economy to determine that frost-proof 
casings are tight, that tank-heating sys- 
tems are in good operative condition and 


that thev will receive daily supervision 


during the winter, so that the tempera- 
ture of the coldest water as indicated 
by the thermometer in the cold-water 
return-nipe will not fall below 40° F. 
By such conscientious supervision, seri- 
ous dangers from ice in tank equipments 
can be avoided.” 


Virginia ean iti Votes 
to Back Milwaukee Pledge 


At a meeting in Richmond last week, 
the executive committee of the Virginia 
Association of Insurance Agents adonted 
a resolution heartily endorsing the Mil 
waukee resolution adopted by the national 
association last year. It was planned for 
the advisory council of the association to 
meet in Richmond the following day to 
discuss ways and means of making the 
Milwaukee resolution effective throughout 
Virginia, but it was decided after a call 
had been sent out for assembline of this 
hodv in Richmond that it would he more 
advisable to postpone the meeting until 
after the mid-winter session of the Na- 
tional Association. 

Committeemen present at the meeting 
were C. P. Walford, Tr.. chairman: T. T. 
Catlin, L. T. Dobie. C. T. Lunsford, John 
B. Overby, and R. S. Ewald. 


WINNERS IN AMERICA FORE 
CORRESPONDENCE CONTEST 


The Examiners’ Association of the 
American Fore companies, which con- 
ducts a quarterly correspondence con- 
test for the best letters written in the 
daily routine of business. announces the 
following prize winners for the quarter: 
John Urell, southern department. first 
prize of twenty-five dollars: William 
BBierne, engineering department. sec- 
ond prize of fifteen dollars, and Richard 
Rohl, third prize of ten dollars. with 
honorable menttion of A. L. Read, mid- 
dle department: Dwight Perrin. middle 
department and William Bierne, engi- 
neering department. 


Penna. Federation Reports 
On Bethlehem Fire Hazards 


Through efforts of the Insurance Fed 
eration of Pennsylvania, a Fire Preven- 
tion Committee of the Chamber of Com- 
merce, Bethlehem, Pa., has been organ- 
ized and a comprehensive report pre 
pared containing recommendations for 
improving fire prevention conditions in 
that city. W. M. Goodwin, a_vice- 
president of the Federation and a mem- 
ber of Hildenberger & Goodwin, Beth- 
lehem, together with W. R. Robe arts, of 
Woodring & Roberts Insurance Agency. 
were instrumental in getting the local 
chamber of commerce to organize a fire- 
prevention committee. 

The Chamber of Commerce report is 
addressed to the mayor and city com- 
missioners of Bethlehem and, in addi- 
tion to recommendations for changes. 
describes the functions of and the ser- 
vice given by the National Board of 
Fire Underwriters and the Middle De- 





Many of the Leading 
Agencies in the United 
States now Represent 


The 


WORLD 


Fire and Marine Insurance Co. 
HARTFORD, cies 





Capital, $1,000,000 Surplus, $1,000,000 








RALPH B. IvEs, President 














PROV-WASHINGTON ELECTS 

At the annual meeting of the directors 
of the Providence-Washington last week 
A. G. Beals, who has heen secretary since 
1905, resigned and W. H. Phillips was 
elected to fill his place. Other officers 
elected are: President, Charles D. Dunion: 
vice-presidents, G. C. House and W. E. 
Maynard; treasurer, George FE. Bixby: 
marine secretary, J. C. Keegan. 


MALTBIE GOES TO NEWARK 


T. R. Malthie, who for manv years has 
been superintendent of the citv fire de- 
partment of the Automobile, has been 
Nromoted to manager of the local fire 
department at the companv’s Newark 
branch office. He is well-known and 
ponular with New York Citv brokers 
who have been dealing with him during 
his stav here. 





partment to cities and towns seeking to 

improve their fire-fighting facilities and 

to remove dangerous fire hazards. 

CALIFORNIA AUTO COMPANY 
The California Insurance Departmer? 

has granted to J. H. Breckenridge and 

associates the right to use the name of 

the Automotive Underwriters’ Company 

for the — tt a stock = liad 

to write automobile insurance. 108° 

interested are owners of the ea Why Not You? 

Automotive Finance Corporation, and 

the new company will write the insur- 

ance on financed cars. It is understood Fire 

the capital is to be $100,000. Automobile 
Inland Marine and Coastwise 
Tornado 
Rain, Hail 
Rent, Rental Value 
Leasehold 
Use and Occupancy 
Profits 
Sprinkler Leakage 
Registered Mail 
Parcel Post 
Tourists’ Baggage 
Salesmen’s Samples 
Transit Floaters 
Automobile Truck Transit 
Explosion 
Riot and Civil Commotion 





“* Then give to THE WORLD the 
best that you have and the best 
will come back to you.”’ 








SPECIAL AGENTS’ 
An apoortunity is offered te ambitious men to 
evnnect with a well-known brokerage eff'ce tor 
Gem tnen: nt of new business. This off'e> has 
fac'lities for handling large accounts and for 
siving the rieht kind of cooneration in oll 
parte of the United States. Tn the man wha 
would et into the best naving end of the 
instrance business. th's opnortunity is rd 
dreseod. Reply. givina full details, which will 
be treated canfidentially. 

Address: Box 1017 
THE EASTERN UNDERWRITER 
86 Fulton Street, New York, N. Y. 
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Sprinklers Save 
Brooklyn Garage 


MORE PROOF OF EFFICIENCY 





Quick Spread of Fire Started by Gasoline 
Checked When 288 Heads Threw 
Out Water 





Attention is being drawn repeatedly by 
the New York Board of Fire Underwriters 
to the efficient results being obtained by 
automatic sprinklers in holding fires under 
control and being instrumental in saving 
many thousands of dollars of property 
from destruction by fire. Several fires 
which have occurred lately in this city 
and have been investigated by the Bureau 
of Surveys of the Board and the Auto- 
matic Sprinkler Department of the New 
York Fire Insurance Exchange might have 
resulted in very serious losses had not the 
James been checked by the working of 
sprinkler heads until the fire department 
arrived with its apparatus. 

A case at point is a fire which started 
early in the morning of December 31 in a 
public garage on Atlantic avenue’ in 
Brooklyn. The premises in which this 
fire occurred is a one story and part base- 
ment ordinary brick building, built in 1917; 
area 19,500 sq. ft.,. unobstructed. It was 
occupied as a public automobile garage and 
repair shop. 


Story of Fire 


The fire originated near the front of the 
building at the draw off from the gasoline 
storage system. This storage system con- 
sists of two 550 gallon storage and one 
60 gallon auxiliary gasoline tanks, supply- 
ing gasoline by the Sage Air System. The 
system was operated by manual control 
and was not approved by this Board. A 
recommendation to equip the system with 
an approved automatic type of valve con- 
trol has existed since its installation. At 


the time of the fire a portable tank wagon 
was being filled from the storage system. 

By some cause, probably smoking, the 
gasoline became ignited. The operator 
apparently dropped the gasoline delivery 
hose and ran from the building. Due to 
the non-automatic type of control in use, 
the gasoline continued to be discharged 
upon the floor of the garage. The build- 
ing is equipped with automatic sprinklers 
and out of a total of 320 heads, 288 heads 
operated, almost immediately, and con- 
trolled the fire. Water from the sprink- 
lers reached the electrical mechanism of 
the gasoline system, shortcircuiting it and 
stopped the flow of gasoline. 

Four automobiles close to the seat of 
the fire were damaged, and a small portion 
of the building itself was damaged. The 
total storage space was about 110 auto- 
mobiles. 


Conclusions 


This fire demonstrates to a remarkable 
degree the efficiency of automatic sprinkler 
protection. Conditions seem to clearly in- 
dicate that there was a quick hot fire, 
spreading the heat along the smooth flat 
ceiling to almost the entire first floor area, 
fusing heads at a distance of some 160 
feet from the seat of the fire. The dis- 
charge of water from the quick operation 
of the sprinklers, evidently had a smother- 
ing effect on the fire, if it did not actually 
extinguish most of it, and it is probably 
fortunate that the draw-off station, where 
the fire originated, was located near a 
doorway leading to the street and consid- 
erable of the discharged water, possible 
with gasoline burning on its surface, found 
its way out of the building. 

Little can be said of the gasoline storage 
system. Its design was such as to insure 
just what happened, that is, it could not 
operate automatically and shut off flow of 
gasoline. The pernicious habit of smoking 
in a garage cannot be too severely con- 
demned, and it is to be regretted that some 
way cannot be found to stop this violation 
of the law. On previous inspections it was 
found that the rule prohibiting smoking 


Wants Farmers Mutuals 
Held to Account 


MICHIGAN OFFICIAL’S 


STAND 





Commissioner Hands to Ask Legislature 
to Prevent Back Assessment Col- 
lection; Several Have Failed 





Leonhard T. Hands, state insurance 
commissioner, is out to stop at least one 
pernicious practice of farmers’ mutual 
insurance companies during this session 
of the Legislature. Mr. Hands has an- 
nounced that he will ask the state’s law- 
makers to amend the present insurance 
act affecting such companies to prevent 
them from collecting back assessments 
from members long after such policy- 
holders have considered their policies 
cancelled through default in payments. 

At least two Michigan farm mutuals, 
Mr. Hands says, have taken advantage 
of the lack of a cancellation provision in 
the present Act to institute suits against 
defaulting members, sometimes for as 
much as two or three years’ assessments. 
The typical case on which these mutual 
managements fatten, the commissioner 
cites, is that of the farmer-member who 
sells his farm in mid-year and moves 
away, perhaps to another state, never for 
a minute considering the necessity under 
the existing law of cancelling his insur- 
ance policy by specific order. 

When assessment time comes around, 





was not being enforced. The man who 
was engaged in filling the tank wagon at 
time of fire is in the hospital and is said 
not to be seriously injured. The sprinkler 
protection could not be restored on account 
of the large number of heads that operated, 
also sufficient heat could not be maintained 
because of broken window glass, skylights, 
ete. 


the absent farmer does not pay. Per- 
haps this happens several years. Then 
the mutual locates the farmer and in- 
stitutes action against him for the full 
amount of back assessments and inter- 
est. Frequently in the past, Mr. Hands 
believes, the farmer-member has settled, 
believing himself in the wrong legally. 
No case has ever been carried to court, 
as far as the commissioner has been able 
to learn. 





TO INSURE PATENTS 





Company to be Formed in Connecticut 
Which Will Indemnify Patentees; 
Capital Stock $200,000 


In a bill to be presented to the Con- 
necticut legislature it is proposed to in- 
corporate the Patent Insurance Com- 
pany of Hartford to engage in a busi- 
ness of indemnifying patentees against 
infringement of their rights. This is 
the first company of its kind to be or- 
ganized in the state. The incorporators 


are Charles A. Goodwin, W. Arthur 
Countryman, Jr., and George H. Day 
of Hartford. The proposed capital 


stock is $200,000, with power to increase 
the amount to«$2,000,000 at the discre- 
tion of the stockholders. No such in- 
surance is at present written by any 
Connecticut company. 





HAIL CONFERENCE MEETS 


The Southern Hail Insurance Associa- 
tion at its recent meeting at Charlotte, 
N. C., adopted for the coming year the 
application form of the Western Hail and 
Adjustment Assn. Commissions were 
fixed in the Southeastern territory at 
20 per cent. where cash accompanies the 
application and 17 per cent. where a cer- 
tificate of deposit payable November 15 
is given. Ben J.,.Smith was re-elected 
chairman of the conference. 








American Central Jnsurance Company 
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1853 — Seventy-second Annual Statement— 1925 





Cash in Banks and Office 
Other Admitted Assets 


Total Assets 


Premiums in Course of Collection 





JANUARY 1, 1925 
(New York Standard) 


ASSETS 
eer eee eT ere Tee $6,956,386.43 


15,000.00 
1,003,874.83 
446,435.35 
116,925.40 





ae $8,538,622.01 


SURPLUS TO POLICYHOLDERS 
LOSSES PAID SINCE senieeeeencmmnsianian 


LIABILITIES 
kak ec ctiviwscescvines 
Reserve for Reinsurance......... 


Losses in Process of Adjustment 


Reserve for All Other Claims..... 
Ss 6:55:44indonseersenss 


Total Liabilities ............ 


$ 3,098,098.17 
48,203,270.14 


Jiee eke enoas $1,000,000.00 


ie baad eonaials $8,538,622.01 


4,515,371.86 
720,210.69 
204,941.29 
2,098,098.17 








B. G. CHAPMAN, JR., President 


D. E. MONROE, Vice-President 
CONRAD ROEDER, ROY W. SMITH, HENRY I. RIEMAN, Assistant Secretaries 





HAROLD M. HESS, Secretary 





New York City 


Brooklyn - - 
Brooklyn - - 





New York Suburban- - - - - - - = = = 


New aan: Bupt Boston, Mass. °\- «= = © - 














JOHN G. HILLIARD, Inc., Managers 
R. B. McFALLS & CO., Inc., General Agents 
SAMUEL BLOCK CO., Inc. 
- CAVANAGH & KUHN 
SIMPSON, CAMPBELL é & k CO., Managers 








“WE STAND UPON THE MERIT OF OUR YEARS” 
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Martin’s 40 Years With 
Northern Assurance 


ANNIVERSARY FEBRUARY 11 


A Popular iGunanee ‘Who Has Often 
Been Honored by Associates 
in the Business 


On Wednesday of this week, Albert G. 
Martin, United States the 
Northern Assurance, celebrated his for- 
tieth year with that company. 


manager of 
Time flies 
busi- 
pop 
Northern will find it 
that this 
old enough to 
service. But 
the 
February 11, 


on airplane wings in the insurance 


ness and hundreds of friends of the 
ular manager of the 
dificult to 
brilliant 


that 


believe lively and 


spirit is have 
much 
the 


on 


seen facts are 
and 
that 
Martin was engaged as 


the Northern 


facts record of company 
1885, “AI” 
an office boy by 
0. 

are few big gifts based on confi 
and which 


shows 


Assurance 
There 


dence esteem have not been 





A. G. 


MARTIN 
given to Mr. Martin by his associates in 
the other offices. 
the 


He was one of the or- 


ganizers of Explosion Conference 
and for three 


years acted as chairman 
of that body. He was very active as 
the representative of the late George W. 


Babb ona 


anize 


committee which helped 
the Suburban Fire 
the 


committee 


Insurance Ex 


change, a number of 
the 
died, 


Ludlum of 


members of 
since having 
the survivors including Clarence A. 
the Home and Col. Frank D. 
Layton of the National in Hartford. Mr. 
Martin the Suburban 
Fire Insurance for two years. 
While a upstate, Mr. Martin 
was elected second vice-president; then 
first vice-president, and eventually presi- 
dent of the Underwriters’ Association of 


organizing 


was president of 
Exchange 
field man 


New York State. In 1923 and 1924 he 
was chairman of the executive committee 
of the Eastern Union. He has been 
vice-chairman of the financial commit- 
tee of the New York Board of Fire Un- 
derwriters. He is chairman of the com- 
mittee on building construction of the 


National Board of Fire Underwriters and 
is a member of the executive committee 
of the National Board. He is a director 
of the Brooklyn Salvage Corps; and is 
also in the New York Fire Rating Or- 
ganization Committee. 

For five years he has been vice-presi- 
dent of the Factory Insurance 
tion. 

It will thus be seen that Mr. Martin 
has given very good service to the busi- 
ness of fire insurance in many directions 
and that this service has been appreci- 
ated is indicated by the character of the 
positions to which he has been elevated 
by other executives. 


Associa- 


Served in Many Departments 
When Mr. Martin went into the office 
of the Northern, he scrubbed desk-tops, 
cleaned inkwells, carried mail and copied 


letters. His ability was quickly recog- 
nized in this company and he worked in 
a number of different departments, at 
one time being head of the supply de- 
partment, then he went into the rein- 
surance division; then the accounting de- 
partment; then in the local department ; 
and for a time was in charge of the loss 
department. He worked at all these 
jobs, but when transferred to the agency 
department he got into a position that 
greatly appealed to him and soon worked 
his way’ up to the post of chief exam- 
iner. The next logical step was on the 
road and his first field work was in 
suburban New York and New Jersey. 
After that he was given Pennsylvania 
and New Jersey. Then he was assigned 
to a territory which ran from Pittsburgh 
and Erie in Pennsylvania to Buffale and 
Albany in New York. The next promo 
tion was to have all of New York State. 
Later came a call from the home office 
and he was made agency superintendent 
in charge of the New England and Mid 
dle Atlantic States. In 1920, he made 
the jump from agency superintendent to 
United States manager, succeeding the 
late George W. Babb. 

During all of this time Mr. Martin has 
not only built up a splendid fire insur 
ance career, but has erected a tall edi 
fice of personal friendships. He is like- 
able, and he is lovable. He never for 
gets his old friends. Of recent years he 
has developed into a popular speaker and 
in that sphere he presents a combination 
of wisdom and good humor which proves 
irresistible to audiences. At the recent 
anniversary of the Fire Underwriters’ 
Association of Baltimore he 


was the top 
insurance executive selected to speak 
with the Governor of Maryland, the 


Mayor of Baltimore and the 


\ Insurance 
Commissioner of Maryland. 


E. H. DRIGGS INCORPORATES 





Forms New Carpetiion Under Name 
of E. H. Driggs, Jr. & Co.; Long 


In Business 


FE. H. Driggs, Sr., of Brooklyn, N. Y., 
has incorporated under the name of the 
FE. H. Driggs, Jr. & Co., Inc., of which 
E. H. Driggs, Jr., has been made presi- 
dent and active head. 

Mr. Driggs, Sr., by 
poration, is 
details in 
and 


forming this cor- 
relieved of all the many 
connection with the business 
will be enabled to devote his en- 
tire time to development and produc 
tion, feeling that the enormous growth 
in the Boroughs of Brooklyn’ and 
Queens during the past few years has 
created a condition of tremendous possi 


bilities for increase in all lines of in 
dustry, including insurance. 
The Driggs family has been active in 


the insurance business in 
the past seventy-two years. Edmund 
Driggs, in 1853, organized the Williams 
burg City Fire Insurance Company and 


Brooklyn for 


became its first president. Upon _ his 
death, his son, Marshall S. Driggs, suc 
ceeded him as president. E. H. Driggs 


has been actively engaged in the insur- 
ance business since 1881. 


VIRGINIA AGENCY CHANGE 
Vernon S. Herbert has resigned as in- 
surance manager for the W. H. H. 
& Company, Norfolk real estate firm, to 
become office manager for the Suffolk 
Insurance Corporation, Suffolk, Va. Be- 
fore connecting with the Norfolk firm, 


Trice 


Mr. Herbert traveled as special agent 
for Louis E. English, manager at Rich- 
mond for the Boston and other com- 
panies. 


N. Y. Underwriters 
Agency Incorporates 


(Continued from page 1) 
agency appointments by parent com- 
panies which have made competition so 
strenuous in many cities, and they see 
in the action of the New York Under- 
writers’ Agency a move which will even- 
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tually cut down the 
throughout the 


number of agencies 
country. 


Views of Executives 


So far as the executives of other com- 
panies are concerned, there is widespread 
interest as to whether or not other un- 
derwriters’ agencies will be incorporated. 
Here are a few opinions given to a rep- 
resentative of THE EASTERN UNDER- 
WRITER : 

1. It is immaterial whether the un- 
derwriters’ agencies and annexes incor- 
porate or whether they don’t. It will 
not be difficult at all to incorporate most 
of them. The companies are getting so 
big that $500,000 or $1,000,000 to incor- 
porate a company is ‘available at any 
time. I don’t think that this action 
means a decrease in agents because the 
present underwriters’ agencies will be 
continued as competitors of other com- 
panies. I do not look for any mergers 
or consolidations. 

Z2. We are not going to give up our 
underwriters’ agency, although if com- 
pelled by public sentiment to do so we 
shall incorporate it. Certainly, we are 
going to keep the name. There are lots 
of agents who will not take the second 
agency of a company, preferring in- 
stead to represent our underwriters. 
They don’t want some other agent in the 
city to represent the same company that 
they do and they are willing to camou- 
flaze by taking the underwriters’ agency. 

3. Now that the Hartford is furnish- 
ing the money for the incorporation of 
the New York Underwriters’ Agency, I 
see a cutting down in the number of 
agents. There is no doubt that the un- 
derwriters’ agencies and the annexes 


have greatly increased the number of 


agencies. That is apparent, anyway. I 
do not look for the organization of any 
new underwriters’ agencies. 

4. The action is very important. It 
follows what the Continental did with 
the Fidelity Underwriters and what was 
done in Philadelphia by organizing the 
Philadelphia Fire & Marine to take the 
place of two underwriters’ agencies. 


Statement by N. Y. Underwriters’ 
Agency 


General Agents A. & J. Stoddart, 
of the New York Underwriters’ Agency, 
say in part in a statement: 


The size and imporance of the business trans 
acted by this office, and a proper regard fcr the 
interests of our agents who have always given 
us such wonderful support, make it advisable 
to launch this new company on a basis of finan 
cial strength far beyond that which would sut- 
fice for a company which was not at the outset 
fully provided with an unexcelled organization 
and an established business. 

To change the New York Underwriters’ Agency 
from a General Agency office to a corporation 
after more than sixty years of honorable activ 
ity and a record of uninterrupted success largely 
exceeding that attained by inmost of its com 
pany competitors is a step that would not have 
been undertaken except on a basis which will 
make the New York Underwriters’ Agency niore 
usful to its agents than ever before as well 
as one which we trust will be beneficia! to the 
insurance business as a whole. ; 

Throughout all the controversies which curing 
recent years have raged about the so-called 
“Underwriters’ troubles,’ you have shown by 
your unshaken loyalty that you have fully ap 
preciated the fact that those troubles were in 
no sense chargeable to the New York Under- 
writers’ Agency. Nevertheless, it has become 
increasingly difficult for you to uphold your 
and our rights, and the time has come when we 
no longer wish to permit the burden of con- 
tinuing in an invidious position to rest upon 
such staunch supporters and loyal friends. To 
relieve that condition we are giving you to rep 
resent a company of unquestionable financial 
strength, a company fully capable of carrying 
any and all business with which it may Le 
favored. 
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Law Journal Comments 
On Iron Safe Clause 


UPHOLDS BROAD CONSTRUCTION 





New York Legal Newspaper Sustains 
View That Substantial Compliance 
Is Sufficient for Recovery 





Expert legal opinion appears to lean 
toward liberal constructions of the iron 
safe clause in fire insurance policies. In 
a recent case in Alabama the Supreme 
Court of that state decided that substan- 
tial compliance with the clause was suffi- 
cient for purposes of recovery. Although 
the iron safe clause is not inserted in 
policies in most of the Eastern states, 
nevertheless the New York “Law Journal” 
considers the Alabama decision of sufficient 
importance to comment on it at length 
editorially in a recent issue. Following 
are excerpts from the editorial and the 
opinion of the court. 

In the recent case of London Insurance 
Corporation vs. Poole (101 Southern Rep., 
831, December 27, 1924) the Supreme 
Court of Alabama followed out the well- 
settled general policy of the law to con- 
strue “the iron safe clause” contained in 
standard fire insurance policies liberally 
and with a view to doing substantial jus- 
tiec between the parties within the fair 
intent of the language used. In that case 
Poole, the insured, pursuant to the clause 
contained in his policy, kept a set of books 
and inventories which set forth in a gen- 
eral way the nature and extent of his 
business, and kept these books in a safe 
which he supposed to be fireproof. 

Fire occurred and, due to faulty con- 
struction of the so-called safe (which in 
fact was merely a combination cash regis- 
ter and strong box), the books and inven- 
tories kept by the insured were so badly 
charred as to be of no use whatsoever in 
determining the amount of loss. 


2 


Company Denied Liability 


The insurance company defended an 
action brought to recover for damage 
sustained, on the ground that the iron 
safe clause was not complied with in that 
the insured, first, did not keep the books 
in a fireproof iron safe as required, and, 
secondly, that the books as kept by him 
were not such as were required within the 
terms of the policy. 

The learned court, however, held on 
the first point—that is, the maintenance 
of a fireproof iron safe—that the insured 
had fully complied with that provision of 
the policy. He kept his books in a safe 
which he supposed to be fireproof, and 
the fact that it was not was no fault of 
his. On this point the court was clearly 
right, for, even though the policy calls for 
the preservation of books in a “fireproof 
safe,” the insured does not, by its terms, 
warrant that the safe will preserve the 
books (Philadelphia Fire Ass’n vs. Short, 
100 Ill. App., 553). The requirement of 
the clause is satisfied by the use of a safe 
believed by the insured to be fireproof 
and of a kind commonly sold on the 
market and understood to be such (Phila- 
delphia Fire Ass’n vs. Short, supra). 

On the second point—that is, the books 
kept by the insured—the court held that 
substantial compliance with this provision 
of the clause is sufficient. The facts dis- 
closed that the insured kept books which 
contained a complete record of his busi- 
ness, including purchases and sales for 
cash and on credit. The books kept by 
him could fairly and reasonably be said 
to be such as would be kept by the ordi- 
nary man in such line of business. This 
the court stated to be a sufficient com- 
pliance with the policy to warrant a re- 
covery, and that no particular artificial 
mode of keeping books is required of an 
insured, and that he only is required to 
keep such books as would carry out the 
purpose of the clause; that is, to give the 
insurance company ample means to verify 
the honesty of the claim of loss. 


Judge’s Opinion 


We quote in part as follows from the 


opinion of Gardner, J.: 


_“It is now well settled that a substan- 
tial compliance with this provision of the 


iron safe clause is all that is required. 
It is not necessary that there be any 
specific system or form of books kept by 
the insured. ‘The exactions of the clause 
were met if the books kept, the records 
made, were such as would fairly show 
to a man of ordinary intelligence all pur- 
chases and sales, both for cash and on 
credit. * * * One of the purposes of 
the clause is to prevent the perpetration 
of any fraud by the assured with respect 
to the quantum and value of the goods 
destroyed’ (Fidelity-Phcenix Ins. Co. vs. 
Williams, 200 Ala., 678, 679, 77 So., 156 
157). 


“While testimony cannot be received to 
supply omissions in the books, yet the 
court may consider, in construing the con- 
tract, ‘the surrounding circumstances, the 
subject matter, the location and character 
of the business, the method of keeping the 
bocks and the evidence of expert book- 
keepers to explain the entries found in the 
books and as to what the books them- 
selves show’ (Home Ins. Co. vs. Williams, 
237 F., 171, 150 C. C. A, SiZ). 

“Such provisions are denominated 
promissory warranties in the nature of 
conditions subsequent, to which is appli- 
cable the doctrine as to forfeitures, and 
are to be liberally construed in favor of 
the insured and strictly against the in- 
sure. * © 





CANCELLATION FORMS 


The Home Insurance Company, in 
discussing cancellation forms in a state- 
ment to agents, says that different can- 
cellation forms are required for (1) the 
cancellation of the assured’s policy in 
case of non-payment of premium, (2) 
cancellation of assured’s policy when 
premium has been paid, (3) cancellation 
of policy with mortgage clause premium 
paid, (4) cancellation of policy contain- 
ing mortgagee clause for non-payment 
of premium. The form used for can- 
cellation of assured’s policy for non- 
payment of premium is printed here- 
with. A copy of this form is sent to 
the home office. A _ slightly different 
form is required by the states of Maine, 
New Hampshire, Massachusetts and 
Minnesota, where ten days’ notice of 
cancellation is required instead of five. 

Agency at 
Date 





eae 





M 


On account of the non-payment of the 
premium of , we elect to cancel 
our Policy No. issued to you on 
and hereby give you five (5) 
days’ notice thereof, as provided by the 
terms of said policy. 

Take notice that on the———day of 
, 19—at twelve o’clock, noon, 
or, if that date is not five days from the 
receipt hereof, then at the expiration of 
five (5) days from its receipt, the said 
Policy will terminate and cease to be in 
force. 

















Respectfully yours, 
The Home Insurance Co. 
New York 





J. L. Moore’s Letter 
About Apprentices 
WANTS BUSINESS STANDARDIZED 


Three Months’ Training In Fayette 
County (Pa.), Insurance Offices 
To Get License 





Tue EasteRN UNDERWRITER has_ been 
asked for some more specific information 
relative to the bulletin of the Insurance 
Advisory Board of Fayette County, Pa., 
which told of a resolution putting in an 
apprenticeship system in the insurance 
agency offices of that county. This paper 
wrote a letter to Chairman Joseph L. 
Moore, chairman of the board, who has not 
answered it. However, the following is a 
copy of his circular: 

Uniontown, Pa. 
December 9, 1924. 

TO AGENTS: If you, an insurance 
man, applied to the plumbers’ union for 
a job as a plumber, would you be asked, 
“What is a pipe” and a few other questions 
and then be given a set of tools and lined 
up at once with old time plumbers and 
sent out to “Wipe a Joint”? 

If your business was slack, Mr. Insur- 
ance Man, and your income temporarily 
suspended on account of bad times, could 
you expect, just because you know what 
a hatchet and saw are, to be placed on an 
equal basis with the old line carpenters at 
regular wages? 

THEN 


Why should the ordinary layman, who is 
temporarily out of work, who knows only 
the difference between a life policy and an 
automobile policy, expect to answer a cou- 
ple of questions and be turned out at once 
to ply their trade on the unsuspecting in- 
surance public, without first serving their 
apprenticeship as an insurance apprentice? 
Is not the insurance business as important 
as the plumbers ? 

On the Sth day of December, 1924, the 
Advisory Board passed the following reso- 
lution: 

“That from today no person shall be 
granted a license to write insurance with- 
out first having served as an apprentice in 
an insurance office for at least three months 
or unless they have attended a training 
school or its equivalent for the same 
period.” 

Mr. Insurance Agent, with your cooper- 
ation we can standardize the insurance 
business. We are depending on you. 

Yours truly, 
(signed) JOS. L. MOORE, 
Chairman Fayette County, 
Advisory Board. 
Please report any infraction of the in- 


surance laws that may come to your atten- 
tion. 





The Pacific Fire wound up the year with 
assets of $4,472,737; surplus to policy hold- 
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Lauds Progress of 
Liverpool Institute 


AS AN EDUCATIONAL FACTOR 





Speakers at Tenth Annual Meeting Re- 
view Also Philanthropic Work 
Done by the Organization 





At the tenth annual dinner of the In- 
surance Institute of Liverpool, Ernest Self, 
chairman of the Insurance Institute of 
Yorkshire, in proposing the “Chartered In- 
surance Institute and the Insurance Clerks’ 
Orphanage,” said Liverpool had provided 
no fewer than five presidents since the in- 
ception of the movement. The main ob- 
jects for which the Institute was formed 
were educational, social, and philanthropic. 
l'rom the philanthropic standpoint they had 
the Insurance Clerks Orphanage, where 
they provided education for 127 children, 
and they had a financial backing of £60,000 
($300,000). He thought it would be a fine 
thing if the Council of the Institute could 
try and arrange for some of the universi- 
ties to organize classes or a special section 
for insurance work, or ‘that some of the 
large insurance offices should endow uni- 
versity scholarships. 

J. J. Atkinson, president of the Char- 
tered Institute and general manager of the 
Royal Insurance Company, in responding 
said that the institutes were primarily edu- 
cational bodies, whose first duties were the 
training of youths in insurance. They had 
already considered how far it was possible 
to link themselves up with the various uni- 
versities, and the number of candidates to 
be submitted in 1925 would be about 6,150. 

G. E. Martindale, secretary of the 
Thames and Mersey Co., in proposing 
“The City of Liverpool,” said they were 
all proud to be citizens of the second city 
of the Empire. 

Councillor F. C. Wilson, J. P., in re- 
sponding said the insurance business, whose 
interests were so well represented there, 
played a very considerable part in the com- 
mercial life of Liverpool, and he under- 
stood that the city was unique among 
“provincial cities” in this connection. Liv- 
erpool’s outstanding position as a port, with 
her great shipping interests, had made in- 
surance a prime necessity to her. Ina city 
of such magnitude, which was continually 
expanding and developing, all branches of 
insurance business were of supreme and 
vital importance to the life of the com- 
munity. There were vast interests at 
stake, especially when it was remembered 
that the rateable value of the city alone 
was between £6,000,000 and £7,000,000 
sterling ($30,000,000 to $35,000,000). 

He was told that there were between 
150 and 200 companies engaged in insur- 
ance business in Liverpool. He was much 
astonished to read that the combined pre- 
mium income of what were known as “the 
four Liverpool Offices” alone amounted to 
over £30,000,000 sterling ($150,000,000). 
This, he thought, showed rather eloquently 
the important position occupied by Liver- 
pool in the insurance realm. Indeed, it 
was stated on the most reliable authority 
that, apart from London itself, there was 
no city in the whole of the British Empire 
which could claim to be the birthplace of 
so many large and prosperous insurance 
companies. 


East & West Finishes First 
Year with Creditable Showing 
The East & West of New Haven, 
running mate of the Security of that 
city, finished its first year of business 
with a creditable showing. The pre 
mium reserve, as of December 31, 1924, 
is $375,578. The net surplus is $519,828, 
and the capital $500,000. Assets of the 
Fast & West total $1,469,486. 





JAMES B. McKEE DIES 
James B. McKee, of Nashville, Tenn, 
died suddenly at Jackson, Tenn., re 
cently. He was state agent in Ten- 


nessee for the London & Liverpool & 
Globe. 
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IMPORTANT ANNOUNCEMENT 


by the 
NEW YORK UNDERWRITERS AGENCY 


TO OUR AGENTS: 


It gives us pleasure to announce, that it has been decided to proceed at once, under the laws of 
the State of New York to organize the NEW YORK UNDERWRITERS AGENCY as a 


stock insurance corporation, under the title, NEW YORK UNDERWRITERS AGENCY 
CORPORATION. 


The size and importance of the business transacted by this office, and a proper regard for the 
interests of our agents who have always given us such wonderful support, make it advisable to 
launch this new company on a basis of financial strength far beyond that which would suffice for 


a company which was not at the outset fully provided with an unexcelled organization and an 
established business. 


Accordingly it has been decided that our corporation shall start with a capital of $2,000,000 and 
a net surplus of $3,000,000, which will be contributed in full by the Hartford Fire Insurance Com- 
pany, thus providing at the outset a policyholders’ surplus which we believe to be unparalleled 


‘in the history of fire insurance. 


To change the NEW YORK UNDERWRITERS AGENCY from a General Agency office to 
a corporation after more than sixty years of honorable activity and a record of uninterrupted 
success largely exceeding that attained by most of its company competitors is a step that would 
not have been undertaken except on a basis which will make the New York Underwriters Agency 


more useful to its agents than ever before as well as one which we trust will be beneficial to the 
insurance business as a whole. 


Throughout all the controversies which during recent years have raged about the so-called 
‘Underwriters troubles,” you have shown by your unshaken loyalty that you have fully appreciated 
the fact that those troubles were in no sense chargeable to the New York Underwriters Agency. 
Nevertheless, it has become increasingly difficult tor you to uphold your and our rights, and the 
time has come when we no longer wish to permit the burden ot continuing in an invidious position 
to rest upon such staunch supporters and loyal friends. To relieve that condition we are giving 
you to represent a company of unquestionable financial strength, a company fully capable of carry- 
ing any and all business with which it may be favored. 


We assure you that there will be no change in the underwriting policy, the quality of service 
rendered to agents, and the capacity for handling business which have hitherto distinguished this 
organization. The new corporation will be under the management and control of the firm of 


A. & J. H. Stoddart, General Agents, with headquarters as heretofore, at 100 William Street, New 
York City. 


Steps will be taken in due course for the formal creation of the new corporation and its admit- 
tance to the several states and to Canada. In view of the magnitude of the transaction, the neces- 
sity for preparing and printing new supplies and other important factors, considerable time will 
elapse before we shall be prepared to equip you with the policies of the new corporation and 
authorize you to begin business in its name. In the meantime the New York Underwriters Agency 


will continue to function without interruption as heretofore, and you will continue to use the 
supplies already in your hands. 











We look with confidence to our agents, who have never failed us in the past, to join with us in 
making the new organization an even greater success than the old. 


Yours very truly, 


General Agents. 


New York, February 5th, 1925. 
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MARINE & AUTOMOBILE DEPARTMENT 











Particular Average Explained 


One of the big stumbling blocks for 
local insurance agents writing fire and 
marine lines is the matter of average 
clauses in marine policies. General and 
particular average with all their ramifica- 
tious are not at all easy to understand nor 
to explain to assureds or prospective as- 
sureds. Writing to the “Journal of Com- 
merce” the manager of a marine cargo 
claims department takes up particular 
average and explains rather clearly the 
various clauses coming under this general 
heading, giving their meanings and usages. 

following are extracts from this letter: 
Regarding the difference between “W. A.” 
and “I*, P. A.” insurance, we take the lib- 
ety of making a few remarks, touching 
upon the subject in question. ¥ 

In the first place, the question is a diffi- 
cult one to answer fully, as the terms men- 
tioned are not clauses which appear in in- 
surance policies, but merely abbreviations 
generally used to designate the two classes 
of coverage most generally used in marine 
insurance. These two classes may be sub- 
divided into as many classes as is repre- 
sented by the various I. P. A. and W. A. 
clauses used and accepted by underwriters. 
A brief summary of the most frequently 
used clauses and the protection they are 
intended to give would probably help to 
answer any question as to the value of the 
coverage obtained through them. 


W. A. (With Average) 


The usual cargo policy form used by 
practically all British and American com- 
panies requires no W. A. clause in order 
to make the underwriters liable for dam- 
age caused by “marine perils” or “perils 
of the sea.” Such losses are restricted only 
by the “memorandum clauses,” which gives 
a list of commodities and the percentages 
of damage which the various classes of 
merchandise must sustain in order to form 
a claim under the policy. The percentages 
range from 3 per cent upward and must 
be applied over the entire shipment. Cer- 
tain commodities are mentioned as being 
“free of particular average” absolutely. 

The clause which is now most frequently 
used in connection with general merchan- 
dise reads, with slight variations, as fol- 
lows: 

“Free of average under 3 per cent unless 
general or the vessel and or craft and or 
onveyance be stranded, sunk, burned, on 
fire or in collision, each case, bale or ship- 
ping package separately insured.” 

There are many different forms in use 
for various classes of merchandise but 
none of these “W. A.” clauses affect the 
nature of the coverage afforded by the or- 
iginal policy. They merely alter the 
amount of loss required in order to form a 
claim under the “memorandum clauses,” 
usually with the view of bringing smaller 
losses within the scope of the policy. 


F. P. A. (Free of Particular Average) 


The F. P. A. clauses differ from the 
W. A. clauses in that they actually restrict 
the original policy conditions and render 
the underwriters free from liability for 
many losses which would be covered under 
the W. A. forms. The various forms of 
F. P. A. clauses are many and the extent 
of the protection they afford differs great- 
ly. However, the following as they are 


more frequently used, should be men- 
tioned : 
i ee 


: P. A. €American Conditions.)— 
Free of p. a. unless caused by the vessel 
being stranded, sunk, burned, on fire or in 
collision. 

2. F. P. A. (on deck clause).—Same 
as above with the following added: But 
including the risk jettison and (or) wash- 
ng overboard, irrespective of percentage. 

3. F. P. A. (English Conditions).— 
Free of particular average unless the ves- 
sel be stranded, sunk, burned, on fire or in 
Collision. 


4. F. P. A. (Institute Clause).—War- 


ranted free from particular average unless 
the vessel or craft be stranded, sunk or 
burned, but the assurers are to pay the in- 
sured value of any package or packages 
which may be totally lost in loading, trans- 
shipment or discharge; also any loss of or 
damage to the interest insured which may 
reasonably be attributed to fire, collision 
or contact of the vessel and (or) craft and 
(or) conveyance with any external sub- 
stances (ice included) other than water, 
or to discharge of cargo at a port of dis- 
tress; also to pay landing, warehousing, 
forwarding and special charges if incurred. 

Of the above perhaps the most frequent- 
ly used is clause No. 4. Next in line would 
be clause No. 3. If “H. W.” has in mind 
a comparison of the “W. A.” clause quoted 
above with this “clause No 4” or “clause 
No. 3” the difference in their value to 
him would not be as great as if he has 
“clause No. 1” in mind. However, it can- 
not be disputed that the “W. A.” clause 
affords greater protection than any of the 
I’, P. A. clauses. The latter exclude cer- 
tain losses which are covered by the for- 
mer and do not cover any losses which are 
not also insured under the W. A. clauses. 
This makes it clear that there must be a 
difference in the premium charged. The 
degree of difference depends on the par- 
ticular clauses which are being compared. 


A minute comparison here of the various 
clauses would take up too much time, but 
the clauses are reasonably self-explanatory, 
and after reading them carefully a fairly 
accurate estimate of their respective merits 
can readily be obtained. 

In addition to the above, we wish to 
refer to the following from the explana- 
tion in your issue of November 7: “Prac- 
tically the only risk against which this de- 
duction would apply would be a heavy 
weather damage, where no general aver- 
age is declared, etc.” The franchise (not 
deduction) would apply in connection with 
particular average claims on a _ voyage 
where the vessel has not been “stranded, 
sunk, etc.,” even though a general average 
were declared for some other reason. The 
words “unless general” refer only to losses 
or damages of a general average nature 
or to a claim for general average contribu- 
tion. General average and particular av- 
erage are entirely distinct from one an- 
other and bear no relationship whatsoever. 
The F. P. A. warranty is not opened by 
the happening of a general average nor 
can general average damage be dded to 
particular average to attain the franchise. 
These principles are well settled in law. 


Chauncey S. S. Miller, advertising 
manager of the North British & Mer- 
cantile, has been elected third vice-pres- 
ident of the Grand Jurors of New York 
County. 
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ALL RISK FLOUR CLAUSE 
Added to English Standard Track 


Clauses to Cover Australian Ship- 
ments of Grain 


An addition to the English Standard 
Trade Clauses came into operation this 
year. It is the flour “all risks” clause 
which has been agreed to by the Na- 
tional Association of Flour Importers 
and the Institute of London Under- 
writers for the shipment of Australian 
flour to Britain. The following, which 
has been approved by the Federal Coun- 
cil of Underwriters of Australia and Tas- 
mania, is the text: 

(1)—This policy (and/or certificate), 
covers all claims whatsoever irrespective 
of percentage for damage to the flour 
hereby insured arising from all dangers 
and hazards of transportation, including 
loss from short weight through bags 
being broken or torn in transit. War- 
ranted free from any claim under £1 
sterling or any one brand arriving on 
any one vessel. 

(2)—Warranted free from claim for 
damage to the flour when caused by 
weevils, insects, worms, grubs, or any 
inherent vice of the property insured. 

(4)—The risks covered by this policy 
attach from the time the goods leave 
the mill or the shipper’s warehouse, at 
the port of shipment unless otherwise 
stated, and continue during the ordinary 
course of transit, including customary 
transhipment, if any, until the expiry of 
thirty days from midnight of the day on 
which the vessel reports at the cus- 
toms, at the port of discharge of the 
goods, or until the goods are loaded on 
any land conveyance or until loaded 
in barge for transport to any place out- 
side the port of destination or until 
safely deposited in consignee’s or other 
final warehouse at the port of destina- 
tion named in the policy, which ever 
may first occur. Transhipment, if any, 
otherwise than as. above, and/or delay 
arising from circumstances beyond the 
control of the assured held covered at a 
premium to be arranged. 

(9)—Notwithstanding anything here- 
in contained to the contrary, the “flour 
arrived” agreements of the Flour Trade 
Associations of London, Glasgow, and 
sristol Channel, current on January 1, 
1925, and such other “flour arrived” 
agreements as may from time to time be 
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AUTOMOBILE INSURANCE 


United States Merchants & Shippers Insurance Co., New York 
Admitted Assets, $4,447,786.62 


Tokio Marine and Fire Insurance Co., Ltd., Tokie 
Admitted Assets, $6,064,621.08 
Indemnity Mutual Marine Assurance Co., Ltd., London 
Admitted Assets, $1,385,817.50 











WRITE FOR OUR AGENCY PROPOSITION 





mutually agreed upon between the Na- 
tional Association of Flour Importers 
and the Institute of London Under- 
writers, and deposited with the latter, 
shall be deemed incorporated in this 
policy. 

(Note: Clauses 3, 5, 6, 7, and 8 refer 
to the usual provision for the risks of 
war, riots, strikes, deviation, craft and 
negligence.) 





ST. LOUIS AUTO TROUBLES 
Agents Hostile es Peeveed of Chicago 
Delegation to Cut Off Accessories 
rom Policies 


St. Louis automobile insurance under- 
writer* do not desire to sell policies that 
will exclude accessories from fire and theft 
protection, and are of the opinion that if 
necessary rates on such coverage should be 
raised sufficiently to avoid such a contin- 
gency. 

This was the conclusion reached by a 
special committee appointed to consider the 
matter following a conference held Janu- 
ary 28 by a special committee from Chi- 
cago and the local automobile underwriters. 
The special committee was composed of 
Charles Crane, chairman; Boyle O. 
Rhodes, Christ Muckermann, Russell 
Lortz, E. J. Mauntel, Earl C. Thompson 
and Nelson Many. 

After going into all phases of the ques- 
tions developed at the conference with the 
Chicago delegation, the St. Louis commit- 
tee members decided that a restricted form 
of policy would meet with almost univer- 
sal disapproval by the automobile owners 
of that vicinity, lead to considerable mis- 
understanding and eventually would prove 
a bad move for the insurance organiza- 
tions. 

They were of the opinion that it would 
be far better to increase the rates to an 
adequate point to make automobile insur- 
ance profitable and at the same time pro- 
vide the kind of protection automobile 
owners have been used to purchasing and 
insist upon. 

The meeting on January 28 was ad- 
dressed by Ralph Rawlings, manager of 
the Western Department, Boston Insur- 
ance Company; H. A. Miller, assistant 
manager of the Insurance Company of 
North America; James Vale, of the West- 
ern Department of the Hartford, and J. 
Ricketts of the Western Department of 
the Sun Insurance Office. 


NEW CANADIAN COMPANY 

The Canadian Union of the Province 
of Quebec was incorporated under the 
laws of the Province of Quebec on No- 
vember 26, 1924. It was licensed on 
December 3, 1924, and began business as 
of the same date. The authorized capi- 
tal of the company is $500,000, of which 
$405,000 is subscribed and $155,000 paid 
in in cash. The par value of the stock 
per share is $100. The selling price of 
the stock per share was $100. 

The company will transact a fire and 
inland marine insurance business. 





SELL 2,450 SHARES 


The Homestead Fire Insurance Com- 
pany, which is under the control of the 
Home Insurance Company of New York, 
has sold 2,450 shares of new stock at 
$12.50 a share, the par value of the stock 
being $10 a share. The premiums re- 


ceived from the sale of the capital stock 
will go to the surplus account. 
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CASUALTY AND SURETY NEWS 








Moral Hazard in A. & H. 
Underwriting Stressed 


PHYSICAL HAZARD IMPORTANT 





C. A. Giffin, Manager, Accident and 
Health Department of Aetna at N. Y., 
Addresses Casualty Students 





The most important item to be con- 
sidered in underwriting accident and 
health business is the moral hazard and 
then comes in degree of importance the 
physical hazard, the moral hazard com- 
ing first because without it being ex- 
cellent, the physical hazard, no matter 
how fine, could not be considered, ac- 
cording to C. A. Giffin, manager of the 
accident and health department of the 
New York office of the Aetna, in his 
talk before the students in casualty in- 
surance of the Insurance Institute last 
week. 

“It is readily understood,” stated Mr. 
Giffin, “it would be foolhardy and prac- 
tically inviting a loss should an under- 
writer accept an applicant whose per- 
sonal habits, mode of living, or finan- 
cial standing is open to question.” 

Continuing he said: “His very mode of 
life, if improper, is inducive to acciden- 
tal injuries or illness, and furthermore, 
his period of disability in all probability 
will be prolonged beyond the average 
and if the question of finances entered 
the case it would have a tendency to 
result in a still longer period of dis- 
ability being claimed. 

“Of most importance in connection 
with the physical hazard is the appli- 
cant’s occupation which are followed in 
turn by physical impairment, and pre- 
vious injuries or illness. All risks for 
accident insurance are rated in accord- 
ance with the nature of the applicant’s 
business, and also his personal duties in 
connection therewith, and have been 
formulated after a thorough review of 
a very large number of accidents. 

“The next classification, according to 
premium charge, includes doctors, den- 
tists and undertakers who because of 
the nature of their work are more ex- 
posed to infection. Then we have the 
medical engineers, architects and con- 
tractors directing construction work and 
others who are exposed to injuries. 

“Most companies class commercial 
health risks according to occupation and 
also advance the premium rates at the 
age of 51. This is unscientific and the 
experience of the companies demands 
a change. It is hoped that a plan can 
be worked out whereby risks will be 
rated according to age. In the mean- 
time some companies are advocating the 
waiting period plan. This plan calls for 
a much lower premium than the full 
coverage plan and it is becoming more 
popular with the insuring public. 

“There are more conditions surround- 
ing the underwriting of accident and 
health business than most, if not all, 
other lines of casualty insurance, and 
upon the careful scrutiny of the appli- 
cation, together with some knowledge of 
the agent or broker who offers the busi- 
ness depends the eventual underwriting 
profit or loss to the carrier.” 





TO TELEPHONE BOND BIDS 


The National Surety proposes to tele- 
phone brokers and agents of New York 
City bid openings a few minutes after 
they are opened. This is to enable the 


brokers and agents to get after the suc- 
cessful bidder and get his bond. The com- 
pany wants to know if the agents and 
brokers want this service in connection 
with the regular daily bulletin service it 
issues and is offering the service free for 


the asking. 


Joint Legislative 
Committee Findings 


STATE FUND NEEDS MONEY 





Increase in Personnel Made Necessary 
by Recent Amendment to New 
York Compensation Law 





The joint legislative committee that was 
delegated to inquire into the duties Of the 
New York State Workmen’s Compénsation 
fund was in New York last week and 
learned, according to the N. Y. “Herald 
Tribune,” that the bureau was in great 
need of additional funds for an increase 
in personnel made necessary by the recent 
amendment to the compensation law that 
reduced the time within which accidents 
must be reported from fourteen days to 
seven days, effective January 1. “The ref- 
erees who hear the cases,” stated the 
‘Herald Tribune,’ “assert that this will add 
at least 35,000 cases annually to the 200,000 
now being handled by the local office of 
the bureau, and that it already was be- 
coming evident that several more referees 
with examiners and stenographers were 
needed in the work. 





SMITH WITH CONTINENTAL 


George A. Smith has been appointed 
executive special agent of the Conti- 
nental Casualty. He was formerly con- 
nected with the Indemnity Insurance 
Company of North America and at one 
time was with the Aetna Life in its Chi- 
cago office. He has traveled extensively 
in the Middle West field and his future 
activities will be doing general agency 
work, operating from the home office of 
the Continental in Chicago. 











FREDERICK RICHARDSON, United Statos Manager 


GENERAL BUILDING, 4TH & WALNUT STS. 
PHILADELPHIA 








Solicitors Told How to 
Retain Good Will 


TIPS FROM W. L. BARNHART 





If Prospect Makes Objections, Agree 
With Him at Start; Then Start 
on New Angle 





In a publication of the National Surety 
Co., W. L. Barnhart, formerly of that 
company, tells brokers how to act when 
the prospect begins to make objections 
about buying insurance. 

“You have to say something,” he said, 
“and it is better to do one of three 
things : 

“(1) I agree with you—you are right. 

“(2) Under certain conditions—or with 
such and such limitations. 

“(3) But on the other hand—if you 








ASSETS 
Cash in Banks. ..$ 391,483.89 


Stocks and Bonds 
(Market Value) 4,470,839.73 


wee 2,317,250.00 
65,278.86 
370,000.00 


Mortgages . 
Accrued Interest. 
Real Estate...... 


Other Admitted 
Assets ........ 1,410,064.71 





$9,024,917.19 
Business Written Year Total Assets 
$ 29,497.31... 1910 .:.$ 404,792.15 
206,333.21... 1911 ... 511,382.11 
349,879.06... 1912 ... 628,702.95 
520,402.34... 1913 ... 969,385.74 
990,350.17... 1914 ... 1,293,503.82 
1,232,207.45... 1915 ... 1,625,313.22 
1,813,373.21... 1916 ... 2,388,881.43 
2,462,871.84... 1917 ... 2,851,276.62 


Financial Statement 
of the 


COMMERCIAL CASUALTY 
INSURANCE COMPANY 


as of January 1st, 1925 





LIABILITIES 
Premium 
Reserve ...... $3,422,349.92 
Claim Reserve... 2,011,164.89 
All Other Liabil- 





_ Peeerere 500,325.59 
Additional Volun- 
tary Reserve 
for Workmen’s 
Compensation 
Losses .....-. 191,076.79 
Capital $1,500,000 
Surplus 1,400,000 
Surplus to Policy 
Holders ...... 2,900,000.00 
$9,024,917.19 
Business Written Year Total Assets 
2,558,444.02... 1918 ... 3,184,962.32 
3,088,600.52... 1919 ... 3,579,070.78 
4,140,430.20... 1920 ... 4,352,898.62 
4,446,094.98... 1921 ... 5,110,025.67 
5,481,750.40... 1922 ... 6,391,838.96 
6,796,904.71... 1923 ... 7,113,656.61 
8,291,930.18... 1924 ... 9,024,917.19 























had made the same investigation as we 
are doing—if you will consider the thing 
from another angle—you will sce that 
this is the case—and so back into your 
regular salestalk.” 

Continuing, Mr. Barnhart said: 

“Did you ever watch a policeman in 
the park catch a runaway horse. He 
(1) rides alongsilde the runaway for a 
distance to ease the horse’s mind, (2) he 
then grasps the reins, and (3) he swings 
the horse back in the direction he wants 
him to go. This is exactly the same pro- 
cess by which a skilful salesman swings 
a man who is starting to bolt away from 
giving the order. The salesman says first 
You are right,’ which makes the pros- 
pect willing to let the salesman travel 
along with him. The salesman next 
grasps the reins in his own hand and 
then directs the talk right back into the 
beaten path of the sales canvass, which 
he tries now to make so force‘ul and 
compelling that the prospect will from 
this time on forget all the excuses, in his 
interest in the proposition. 

“Bearing in mind these three steps 
which are needed in any answer to an 
excuse, let us take up some of the stand- 
ard excuses and see what is best to say, 
when ‘you have to say something.’ In 
each case we list a number of letters 
bearing on the question. Of course, all 
a salesman needs is two or three out of 
the number of letters listed.” 





W. G. CURTIS IN NEWARK 


Made Manager of Standard Accident for 
Northern New Jersey; His 
Insurance Experience 








W. G. Curtis, after two years devoted 
to field work covering many Eastern 
states as Eastern representative of the 
Standard Accident Insurance Company, 
has left his headquarters at 110 William 
Street and gone to Newark, N. J., to re- 
sume underwriting and managerial re- 
sponsibilities, having recently been ap- 
pointed manager of the Standard’s North- 
ern New Jersey Surety branch office, 
located in the Chamber of Commerce 
Building. This field is familiar territory 
to him and he will be welcomed by his 
many friends there among the insurance 
and casualty representatives. The activ- 
ities he is now taking up are in line with 
his previous experience at Albany, N. Y., 
and Columbus, Ohio, for about ten years 
as branch manager for the Aetna Cas- 
ualty & Surety Company. : 

Mr. Curtis started his career in Wil- 
liam Street with the Empire State Surety 
Co. and assisted Fredric G. Dunham in 
liquidating that company’s affairs, later 
going to the Aetna Casualty & Surety, 
where his ability as an underwriter and 
producer was utilized in its organization 
until he joined the Standard and returned 
East, where he has enjoyed great popu- 
larity among the bond producers, hav- 
ing a field man’s view, closely allied to 
keen underwriting perception which has 
_ appreciated by agents and company 
alike. 
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Hidden Liability in 
Compensation Losses 
TYPE OF RE-OPENED CASES 





A Riveter Struck in Eye; Five Years 
Later Claims 125 Weeks for 
Loss of Sight 





All of the companies writing com- 
pensation insurance have interesting ex- 
periences with re-opened cases. The fol- 
lowing is one from the files of the Mary- 
land Casualty: 

Jesse Mehaffey was employed by Wm. 
Cramp & Sons, ship builders, as a riveter, 
and on Dec. 1, 1919, while engaged in 
driving a rivet, the rivet broke, causinga 
piece to fly up, striking his left eye. 
This assured is engaged in ship building 
and the injured party at the time of the 
accident was using a compressed air 
riveting machine. 

The injury consisted of a punctured 
wound of the left eyeball extending 
through the middle of eye, and it was 
necessary to close the wound by trans- 
plantation of conjuntiva with silk su- 
tures. This man returned to work on 
January 25, 1920, and was paid five 
weeks’ compensation, or $60.00, and final 
receipt secured, It was necessary, how- 
ever, to continue treatment of the eye 
for some time, and the outcome of what 
vision, if any, in the eye was very doubt- 
ful. On April 27, 1920, there developed 
a cyst at the corneal sclera junction of 
the eye, in the old wound caused by the 
injury. This cyst interfered with the 
healing of the eye and also caused a 
great loss of sight. A series of opera- 
tions were performed; finally, on August 
12, 1920, the doctor discharged the in- 
jured with 20/30 vision in both eyes by 
the use of glasses. However, he stated 
at that time a high degree of near- 
sighted astigmatism was present in both 





eyes, this condition having existed for 
years before the injury. 

Nothing more was heard of the case 
until the year 1923, at which time the 
injured party employed an attorney, 
claiming the loss of the eye. In 1923 
we had the man examined by our physi- 
cian who had the case in charge at the 
time of the accident, who stated that the 
eye was practically blind and in his opin- 
ion unless we could prove a recent injury 
to the eye, the condition now is the 
result following the original injury sus- 
tained in 1919. 

In January, 1924, a petition for re- 
view of the compensation agreement was 
filed by the claimant asking to be 
granted 125 weeks for the loss of sight 
of his eye. 





REINSURANCE AMENDMENT 





Bill in Legislature at Albany Would 
Alter Provisions for Organizing 
Companies 


Under the provisions of a departmental 
bill introduced at Albany .in the New 
York State Assembly by Mr. Wheatley, 
chairman of the insurance committee, 
and in the Senate by ‘Mr. Bouton, a new 
section 69 is added to the Insurance Law 
authorizing formation of reinsurance 
corporations. The new section reads as 
follows: 

“869. Reinsurance corporations. Thir- 
teen or more persons may become a 
stock corporation for the purpose of 
making contracts of reinsurance with 
any other insurer covering the risks pro- 
vided for in either sections 70, 110 or 
150 of this chapter, by filing in the office 
of the Superintendent of Insurance a 
declaration and charter to conform with 
what has been prescribed for the pro- 
visions of any such declaration and char- 
ter for the respective kinds of corpora- 
tions mentioned in such sections of this 
chapter, including the making of pub- 
lication of notice of intention to so or- 
ganize and meeting the minimum capital 
requirements prescribed therefor.” 





Introduce Changes 
To Wisconsin Laws 


FEW IMPORTANT REVISIONS 





To Remove Ambiguities From Standard 
A. and H. Policy; Surety and Com- 
pensation Lines Mentioned 





Revision of the casualty and surety 
insurance laws of Wisconsin is proposed 
in a bill introduced in the Legislature 
by Senator O. H. Johnson, chairman of 
the Senate committee on corporations 
and formerly deputy insurance commis- 
sioner, at the instance of W. Stanley 
Smith, insurance commissioner. 

Few changes are suggested with ref- 
erence to Chapter 204 of the law which 
relates to  suretyship. The principal 
change providing that where a company 
persistently underestimates its losses, 
the commissioner of insurance shall have 
authority to require such company “to 
carry a specific loss reserve to be set up 
as a liability, contemporaneously with 
the setting up of the unearned premium 
reserves and to maintain such reserve so 
long as it has policies in force or there 
exists any liability thereunder.” 

Casualty Revisions 

Casualty companies, which are com- 
prehended within Chapter 205, come in 
for a number of new sections made nec- 
essary by the development of the busi- 
ness. These embrace a requirement that 
all policies must contain a provision that 
the insolvency or bankruptcy of an in- 
sured shall not release the carrier from 
liability; a provision that notice to any 
authorized agent shall be notice to the 
company; a provision that failure to 
give notice within the time specified 
shall not invalidate a claim, if it be 


shown that it was not reasonably pos- 
sible to give such notice; a provision, 
as to the owner of a motor vehicle, in- 
suring him against liability for death or 
injuries to person or property resulting 
from the operation of such motor ve- 
hicle ; policies issued in violation of these 
provisions are to be held valid, never- 
theless, and deemed to include such 
provisions ; companies furnishing attor- 
ney’s services; towing and other ser- 
vices to owners of automobiles, trucks, 
etc., are defined as insurance companies 
and brought within the provisions of the 
law and the commissioner of insurance 
is given additional jurisdiction over the 
matter of “reserves” and in certain con- 
ditions may require additional reserves 
to be maintained. 


Standard A. &. H. Policy 


Under the chapter relating to the 
standard accident and health policy, be- 
ing Chapter 206 of the revision, it is 
proposed to remove ambiguities and in- 
definiteness from policies of health and 
accident insurance and from the future 
operations of that business. The re- 


vision distinguishes, by definition, “per-. 


sonal accident” from disease or sickness 
and requires that all be covered by such 
insurance unless specifically excepted 
and exceptions are limited to disease 
and accidents and not to race, sex, oc- 
cupation, exposures, etc. Losses are 
classified into three classes, loss of life, 
time, and other than time, as distin- 
guished from the present practice of 
limiting and restricting each loss by 
circumstances existing at the time of 
loss. The proposal is made that the 
amount of insurance for each class of 
loss shall be definitely stated, thus en- 
abling the cost, based on loss sustained, 
to be ascertained, and a provision is in- 
serted to do away with premiums based 
on guess work and to eliminate gambling 
from the business. 

Chapter 211 relates to the Compensa- 
tion Insurance Board and only minor 
changes are suggested. 
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The LONDON urites: 
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Contractors’ Contingent Liability, Con- 
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THE SUPER-SERVICE COMPANY | 








offices. 


Agents. 
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HEAD OFFICE: 
55 Fifth Ave., New York 


“LONDON” Super-Service has been built on a solid founda- 
tion—not for yesterday, or today, or tomorrow, but forever. 


Built On Rock-Bottom 


In the first place the “LONDON” is planted firmly in the best 
It carefully selects its general agents, gives them an 


| 
exclusive territory and is seldom called upon to make changes. 
Thus the “LONDON” becomes localized—is made a part of 
each community where it does business with its representation and 
reputation both definitely established. | 
C. M. BERGER 


Through these General Agents its Super-Service radiates 
throughout the agency field. 


No Double Headers—We Do Not Compete With Our Own 


LONDON GUARANTEE & ACCIDENT 


COMPANY, LTD. 


United States Manager 
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American Surety Is 
Strong Financially 


REPORT OF INSURANCE DEPT. 





Figures for 1924 Show Large Reserves; 
Has More Than $4,000,000 Invested 
in Government Bonds 


In a report issued by the Insurance 
Department concerning the financial con- 
dition of the American Surety, it is 
declared that the company is in a sound 
condition, approves its methods and the 
character of its risks and shows that the 
company paid dividends aggregating 12% 
during the year 1923. 

“Excellent supervision is maintained 
over the underwriting and execution of 
bonds,” the report states. “The com- 
pany’s activities being confined to risks 
of high character. Extra hazardous 
bonds, guarantees of unusual character, 
and bonds involving principals without 
substantial character are prohibited. 

“No single risk or hazard was found 
in excess of 10% of the capital and sur 
plus. Liability on bonds issued for a 
larger amount has been properly reduced 
through co-insurance, reinsurance, joint 
control of collateral.” 

rhe report notes that “claim adjust- 
ments are negotiated through special sal 
aried inspectors located in the principal 
throughout the United States. 
Claims are promptly paid after due in 
vestigation and determination of proper 
liability. No evidence was found of un- 
due resort to technical defenses and liti 
gation has been avoided wherever pos 
sible.” 

“The affairs of the company are effi- 
ciently managed and its treatment of 
policyholders, principals, obligees and 
claimants is fair and equitable,” is the 
conclusion of the report. 


cities 


The 1924 statement shows: 
RESOURCES 
Real estate: 
Home office premises, unen- 
Se ee ere $8,955,224.99 
Securities at market value: 
Stocks 


$ 870,750.00 


United States yovernment 
PGE 506ckinnssesesasase eee 4,152,056.25 
AN other BORGES 6c kcsccccsccee 1,235,831.25 
6,258,637.50 
Cash in banks and offices $667,441.96 
Premiums in course of col- 
lection eer re 1,692,628.74 
Accrued interest and rents. 71,376.17 
Reinsurance and other ac- 
counts receivable......... 134,787.90 
$17,780,097.26 
LIABILITIES 
CERRY GIOEK < cissidace sécews $ 5,000,000.00 


Surplus and undivided profits 
Reserve for unearned prem- 
iums 


5,671,581.89 


Reserve for outstanding 
POMNING: iosdic owes oe 535,668.16 

Reserve for contingent 
PONT os hot ciate ti cinta 3,271,723.58 

Reserve for expenses and 
POMS. -6o.0cnss ecaeiewsa teen 667,769.88 

Reinsurance and other Ac- 
counts payable........... 53,638.17 
$17,780,097.26 


AUTO THEFTS INCREASE 

\ total of 446 automobiles were re 
ported stolen in Richmond in 1924, ac 
cording to the annual report of Captain 
\. S. Wright, chief of the city detective 
bureau. This was 138 more than were 
reported stolen in 1923. Cars located and 
returned to owners totaled 387. 


RALPH L. SMITH PROMOTED 

Ralph L. Smith has been promoted by 
The Travelers from agency assistant in 
the life, accident and group departments 
to assistant superintendent of agencies. 
Mr. Smith first joined the company in 
1916, as a field assistant in the Philadel- 
phia branch office. 


WHEN DISABILITY STRIKES 
Continental Auta’ Ronn’ Urges Use 
of Simple Language In Sale of 
A. and H. Insurance 


Disability is not regulated by business 
cycles, states the Continental Agents 
Record in a short sales talk on accident 
and health insurance for the benefit of 
itseagents. “Disability is apt to strike 
its victim in an inopportune time as not 
and the only sound plan of meeting it 
is to set aside a regular sinking fund to 
offset reduced earnings and increased 
expenses during disability. 

There is just one method of creating 
and maintaining an adequate sinking 
fund for use during disability, and that 
is to deposit annually a small sum in a 
trust fund to which thousands of your 
fellows are also contributing and draw 
from this fund when incapacitated by 
cither sickness or accident. That is just 
another way of saying, “buy disability 
insurance,” the company says: 

“Tn our business we too often look at 
the trees and point them out with 
meticulous accuracy when all the time 
our prospect is endeavoring to get a 
clear picture of the forest. In most 
cases, hospital indemnity, optional settle- 
ments, partial, intermediate and_ total 
disability are terms that confuse the big 
issue of disability protection. Life in- 
surance salesmen are beginning to un- 
derstand the necessity for talking in the 
language of the prospect. Much can be 
done in the disability business to explain 
this form of coverage in language the 
layman can quickly and easily grasp.” 


Senator Farrell, of Kings county, in- 
troduced an amendment to the Work 
men’s Compensation law amending sec; 
tion 13 providing employee injured mav 
select his own physician. This bill has 
been introduced several times before and 
has the backing of organized labor. 


Compulsory Auto 
Insurance in England 


BRITISHER EXPRESSES VIEWS- 





R. J. Smith, Scottish Automobile & 
General, Believes It Wise Obli- 


gation To Impose 





Some interesting comments on insur- 
ance of motor vehicles were made by 
Robert J. Smith, O.B.E., chairman of 
the Scottish Automobile & General, at 
the company’s general meeting recently. 

Dealing with the question of comnul- 
sory insurance, he said: “There is a 
good deal of discussion in automobile 
journals at the present moment on the 
question of the compulsory insurance of 
motor vehicles, and a reply given by the 
Minister of Transport to a recent ques 
tion in the House of Commons suggests 
that the subject is under consideration 
in his department. It is suggested that 
there is a very considerable number of 
motor vehicles on the road uninsured, 
and that there is difficulty in the event 
of accidents to third parties in securing 
damages from some of those when dam- 
ages are due. Compulsion in any direc 
tion has a somewhat unsavory flavor, 
and it has never been applied as regards 
insurance in any direction. It might 
more appropriately come in the case of 
worker’s compensation, where the lia- 
bility for compensation is already estab- 
lished by law, but if it is to be enforced 
by the user of the road then in equity 
it should be enforced not only in respect 
of the use of the mechanical vehicle, but 
of the horse-carriage and cart, and of 
the modest pedal cycle, and in any form 
it will involve an amount of expensive 
machinery and bureaucratic control 
which the public revenue at the present 
time is not able to stand. 

“There is no doubt that it would be 
a wise obligation to impose upon the 
f public service vehicles of all 


hirers ol 
kinds. I believe that it is with respect 
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to these that the greatest road risk is 
present, and that it is only in respect of 
these, as far as four-wheeled motor ve- 
hicles are concerned, that there is any 
considerable volume uninsured. Com- 
pulsory insurance would not, to my 
mind, be much benefit to insurance 
companies. It would involve a certain 
amount of Government supervision, and 
it might oblige them to accept risks 
from the class which is persistently un- 
insured, which many of them are re- 
luctant to have anything to do with.” 


Present Situation 


In London there is already in force a 
form of compulsory insurance appli- 
cable to vehicles plying for public hire. 
In licensing such vehicles the Commis 
sioner of Police is required to have re 
gard to the good character and business 
report of the applicant, and also to the 
fact that the financial position of the 
applicant makes him a fit and proper 
person to hold a license. It is, appar 
ently, in accordance with these provi 
sions for licensing that owners and taxi 
cabs are now required, in respect of 
each vehicle, to effect an insurance of 
unlimited amount against the risk of 
personal injury to third parties, and for 
$50,000 in the case of third-party prop- 
erty liability. 

Similarly, owners of motor omnibuses 
and charabanes are required to effect in 
respect of each vehicle an insurance of 
unlimited amount against the risk of 
personal injury to third parties, and for 
$125,000 against the third-party risk to 
property. These requirements came into 
force on January 1, but existing policies 
are to be allowed to continue until their 
renewal dates. The regulations may be 
very desirable in the public interest, 
but they seriously raise the question 
whether, if one particular section of the 
community is to be called upon to pro- 
vide such insurance, similar insurance 
should not be required from all owners 
of motor vehicles. The damage done by 
say a small tradesman’s motor-van mav 
be just as great as that caused by a 
taxicab. 


Meeting of Baltimore Safety 
Conference Well Attended 


The Baltimore Safety Conference, held 
under the joint auspices of the Baltimore 
Safety Council and the American So 
ciety of Safety Engineers-Engineering 
Section of the National Safety Council, 
in Baltimore, January 23, was attended 
by more than two hundred 
and executives. 

The morning program, presided over 
by G. W. Knapp, Jr., National Enamel 
ing and Stamping Co., Baltimore, Md., 
consisted of an address on “Industrial 
Accidents from the Citizen’s Viewpoint,” 
by Henry S. Baker, general chairman, 
Baltimore Safety Council; a cymposium 
on safety kinks, safety equipment and 
educational stunts by six speakers rep 
resenting as many industries. 

R. W. Locher, an industrial surgeon 
of Baltimore, spoke on “Safety from the 
Surgeon’s Viewpoint,” at the luncheon 
meeting. 

The afternoon session, presided over 
by Dr. M. G. Lloyd, United States 
Bureau of Standards, Washington, D.C., 
included several addresses on plan con- 


engineers 


ditions, a talk on “Electrical Safety 
Switches,” by R. L. Allewelt, General 


Electric Co., Philadelphia, and a discus- 
sion on exhibits of first-aid materials, 
industrial stairs, eye protection, electric 
switches, etc. 





OPENS LOCAL AGENCY 


H. Malcolm Owen has gone into the 
local agency business on his own ac- 
count in Norfolk, Va., and will handle 
general lines. For several years he had 
been with the B. Lowenburg & Son 
agency in that city. He began his in- 
surance career as a clerk in the offices 
of the old Virginia State at Richmond 
and was traveling as a special for this 
company when it ceased operations. fe 
is a brother of Aubrey L. Owen, spccial 
agent for the Virginia Fire & Marine in 
Southern Virginia. 
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Conviction Secured 
By N. Y. Indemnity 


IN PAYROLL JUGGLING CASE 





May Result in Loss of Some Compen- 
sation Business, but Is Only Fair 
to Policyholders, Says Linville 


The conviction of Samuel Kalter of 
3rooklyn before Special Sessions Judges 
Murphy, McInerny and Voorhees, Kings 
County, on Thursday of this week on a 
charge that he had paid to an auditor 
of the New York Indemnity the sum of 
$50 for the purpose of having the audi- 
tor submit to his company a false audit 
of the books of the Kalter Iron Works, 
in order to procure a much smaller pre- 
mium on his compensation policy held 
with the New York Indemnity Company, 
is the culmination of the efforts of the 
New York Indemnity Company to stop 
this practice of corrupting employees of 
insurance companies on payroll audits. 

When interviewed, President E. M. 
Linville of the New York Indemnity ad- 
mitted the details of this case and stated 
that for several months this company 
has been trying to procure the arrest 
and conviction of those who have at 
tempted to corrupt the payroll auditors 
of this company. At various times the 
payroll auditors reported that bribes had 
been offered to them to falsify payroll 
audits and collecting small amount of 
the additional premium due on work- 
men’s compensation and public liability 
policies. So bold have been some of 
these attempts that telephone communi- 
cations to the auditors at the office of 
the company have been used in an effort 
to influence them to accept a bribe for 
making dishonest audits. Until this case 
arose it has been impossible to get a 
clear case where a conviction could be 
obtained. 


In the case in question, the auditor ap- 
peared at the office of the assured, the 
Kalter Iron Works in the usual way to 
make his audit. He was put off and 
later on, he testified in the trial, he was 
called to the office of the broker where 
the plan to falsify the payroll records 
of this assured was submitted to him 
with the usual remuneration to himself 
for such falsification. 


Reported to District Attorney 


The auditor reported the matter to the 
company and he was thereupon taken 
to the office of the district attorney of 
Kings County, where all the facts were 
submitted to the district attorney. He 
was thereupon advised by the district 
attorney to acquiesce in the plan for the 
false audit and thereupon called at the 
office of the assured, where, upon the 
inquiry of Samuel Kalter whether the 
auditor was to proceed to submit a false 
audit to the company on receipt of the 
remuneration of $50 for so doing, he pro- 
ceeded to make a complete and true 
audit of the payroll of the assured. He 
testified on the trial of this case that the 
defendant Samuel Kalter after the com- 
pletion by the auditor of the records, 
asked him how much he would save by 
the auditor submitting the false report 
of the payroll and on being informed that 
he would save in the neighborhood of 
$700 by having the transaction handled 
in this way, showed complete satisfac- 
tion and immediately paid to the auditor 
the $50. 

An information was then lodged 
against Samuel Kalter and at the hear- 
ing before the magistrate under that sec- 
tion of the code of criminal proceedings 
which makes it a misdemeanor for a 
person to corrupt an employe of any 
person or company as in this case, the 
defendant Samuel Kalter was held for 
trial in Special Sessions, resulting in a 
finding of guilty by the Special Sessions 
Court. 

Mr. Linville stated that while he re- 
gretted the necessity of taking such 


drastic action, he felt that it was for the 
good of the business and for the vindi- 
cation of the better class of those en- 
gaged in the 


insurance business and 


business generally. The better class of 
brokers in New York City would not 
stoop to such dishonest practices. The 
honest policyholder will also be glad to 
see that such action has been taken be- 
cause the rate for his risk is determined 
by the total payrolls and losses in the 
classification in which his risk comes. 
It is obvious that if some employers are 
able to bribe the employes of casualty 
companies to overlook a large amount of 
payroll that the result will be a higher 
rate for all risks in this classification. 


Other Cases Being Considered 


Mr. Linville further said: “I am fully 
aware that our action may result in 
driving thousands of dollars in premiums 
off our books, but that is just what we 
want to do. We do not want to deal 
with dishonest people or companies, and 
we are prepared to lose $500,000 in pre- 
miums rather than to close our eyes to 
this contemptible corruption of our em- 
ploves, both for the sake of our em- 
ploves and policyholders. We have sev- 
eral other cases under consideration and 
if the facts in these show corruption, we 
intend to continue to press the prosecu- 
tion of such dishonest acts. 

“T feel that if every casualty company 
would join together with the idea of driv- 
ing out of the insurance business and the 
business world persons or corporations 
using these methods to cut down their 
insurance premiums, that they would 
have a hearty approval of the better 
class of insurance brokers and members 
of the public, and T am sure would have 
the support of the insurance commissions 
of every state in the Union.” 


OFFERS MESSENGER SERVICE 


National Surety To Engage Services Of 
Men of Mature Years To Carry 
Securities 


With the idea of reducing the amounts 
paid on fidelity bonds through default 
of messengers and hold-ups in the 
transport of securities in New York, the 
National Surety has evolved a scheme 
whereby it proposes to offer financial 
institutions the opportunity to engage 
the temporary services of men of ma- 
ture years as messengers for carrying 
these valuables, and who, because of 
their other connections, are regarded as 
entirely responsible individuals. 

The company proposes in its plan to 
keep railroad men available during the 
busv hours of the day, these men to be 
paid fiftv cents an hour by the finan 
cial institution. No charge is to be 
made by the National for these men’s 
services. The company simply recom- 
mends for temporary employment, men 
whom, after investigation, are believed 
to be perfectly reliable. This service 
is being offered to assureds and _ all 
others who may desire to avail them- 
selves of it. 

Special arrangements have been made 
by the company with railroads inter- 
ested, and the railroad unions are un- 
derstood to have sanctioned such a 
scheme. 


Some Automobile Plate 
Glass Brokerage Figures 


Some facts obtained from a reliable 
source will be of interest to companies 
covering glass in automobiles against 
breakage. They are: One out of every 
eleven cars has a breakage during the 
life of a policy. Of this number fifty 
per cent. results from slamming doors. 
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Depository Bonding 
Problems Discussed 


SAYS LOSSES» GO IN CYCLES 


Much Difficulty With 
Small Banks, According to M. L. 
Jenks of American Surety 


“In underwriting depository bonds, the 
underwriter’s problems usually arise in 
connection with small banks,” stated M. 
LL. Jenks, vice-president, American Sure- 
tv, in his address before the Junior 
Course of Suretyship of the Insurance 
Institute of America.” 

Continuing, he stated: “For this under- 
writing, the knowledge of banking, of 
the fundamental economic laws of busi- 
ness affairs, of local conditions through- 
out the country, and above all, sound 
judgment are necessary equipment. The 
underwriter must carefully ‘study the 
financial statement of the particular bank 
whose application he is considering, not 
only the latest statement, but successive 
previous statements, so that he may see 
what progress the bank has been mak- 
ing. Perhaps the most important thing 
for the underwriter to consider is the 
character of the management of the 
bank, its honesty, its ability and 
its previous successes. This data can 
be obtained through local inquiry 
and from friendly bankers at large 
centers where there are local clearing 
houses. One must always bear in mind in 
writing depository bonds that they are in 
effect guaranteeing the bank’s note. If 
one is to be a+ successful producer of 
surety bonds, they must have a working 
knowledge of all these things in order 
to give the clients proper service.” 


Depository Bond Loss 


In commenting upon the loss on de 
positoy bonds, he stated that these losses 
go in cycles. “From 1910 to 1920 the 
surety companies enjoyed an era of low 
loss on depository bonds. From 1920 to 
1924 the losses were appalling. These 
losses were the result primarily of local 
conditions and most of the trouble arose 
in the Central and Mountain states- 
droughts in cattle country, failure of the 
wheat crop, sudden inflation and subse 
quent deflation of land values in the 
richer farming sections. 

“In soliciting these bonds the first step 
for the solicitor is to learn what pub- 
lic funds are protected by bond. He 
should know the statutes and ordinances 
of the territory in which he is working 
and in what manner depositories are se- 
lected. 

“After a knowledge of the local situa- 
tion his next step should be to keep 
closely in touch with the 
officers of the banks whose business he 


responsible 
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hopes to secure, advising them when to 
seek public funds and how to make ap- 
plication. In a word, the man who is 
successful in selling depository bonds 
must be possessed of the same qualifica- 
tions and of the same common sense 
methods as are used in selling any other 
class of suretyship.” 


Cites Example 


In telling of the success of a manger 
for the company located in the Middle 
West, he stated: “Just as soon as he 
learns that the state will invite bids for 
state deposits he communicates with 
each bank in the state and furnishes 
them with the following information: (1) 
The approximate date when the state 
will advertise for bids for state deposits ; 
(2) The date the state will receive pro- 
posals; (3) The names of the banks 
which have previously received deposits. 
He invites the bank’s attention to the 
opportunities of making money by re- 
ceiving deposits. He offers to procure 
the papers necessary to make applica- 
tion for deposits and to supply any ad- 
ditional information that may be desired. 
The fact that the service idea is appre- 
ciated is evidenced by the very satis- 
factory results. 

“Another factor to be considered in 
soliciting this form of bond is person- 
ality. If we are to be successful as 
producers of this as well as other classes 
of surety business, we must please our 
prospects in every sense of the word 
rather than bore him. It has been said 
that a bore is a chap who talks about 
himself when you want to talk about 
yourself. Confidence, courteousness and 
aggressiveness may be necessary to get 
the attention of a new prospect, but 
these qualities need not be objection 
able and need not detract from the at- 
tractiveness of your personality.” 


AUTO-GLASS ENDORSEMENT 


Form Issued By Travelers Makes Cover 
Continuous If Insured Sustains 
Breakage Loss 


The Travelers is issuing an automobile 
plate-glass endorsement to be added to 
its automobile public liability policies. 
This endorsement is unlike regular plate 
glass policies in that it does not require 
the assured to take out a new policy 
after sustaining a broken glass, but 
makes the cover continuous. 


A copy of the endorsement follows: 

In consideration of an additional premium, the 
company agrees to indemnify the assured, sub 
ject to the exclusions hereinatfeer expressed, 
for actual loss resulting from accidental injury 
ty or destruction of any glass which is a part 
of the structure of any disclosed automobile, 
including any glass appliance permanently 
attached thereto, except lamps and mirrors, all 
of which is herein called glass damage, as fol- 
lows: (a) if caused solely by breakage not due 
to collision with any other object, the com 
pany will pay the full value of the glass in 
jured or destroyed; (b) if caused by collision 
with another object and the assured is covered 
in full for collision damage by valid and col- 
lectable insurance, the company shall not be 
liable under this endorsement; (c) if caused 
by collision with another object and the assured 
is covered for collision damage under a valid and 
collectible contract of insurance which provides 
that a specified amount shall be deducted 
the total amount of each loss thereunder it 
cluding glass damage, the company will 1 
under this endorsement the value of the gl 
injured or destroyed up to but not excess of 
the amount deductible from such collision as 
provided in such collision insurance. This en- 
dorsement shall not cover any loss if caused 
directly or indirectly by fire. 
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and Other 


Financiers Leaders Tell 
F. & D. What They Think of 
Company and of Surety Insurance 
The Fidelity & Deposit Co., which has 
been located for some years on an up- 
per flodbr of the Equitable Building at 
120 Broadway, has new quarters which 
are much more accessible, the location 
being 55 Liberty Street, across the 
street from the Federal Reserve Bank 
In order to give some publicity to the 
fact that the company is now at Liberty 


Street instead of in Broadway, the 
services of Edward L. Bernays, one of 
the best publicity men in the town, 


were engaged, and Mr. Bernays thought 
of the bright idea of sending telegrams 
to about one hundred of the leadine men 


of the metropolis, including heads of 
banks and trust companies, engineers, 
real estate men and other prominent 


citizens, in which he asked them if they 
cared to send the company a word of 
greeting and also if they desired to say 
a few words as to what a powerful fac- 
tor surety insurance is as a prop to 
industry, construction, commerce and 
finance. 

In view of the demands made on the 
leading citizens for expressions of opin- 
ion, one might have been surprised if 
the majority of those who got wires 
would have ignored them. But evidently 
the Fidelity & Deposit Co. stands aces 
up with the most influential segment of 
this community, and surety insurance is 
also held in high regard, because the 
company was deluged with wires ex- 
pressing good wishes as well as paying 
tribute to surety insurance as an insti- 
tution. 

Presidents of such important institu- 
tions as the National Citv Bank, the 
Chase National, the Bankers’ Trust, the 
Irving Bank, Columbia Trust Co., were 
some who wired the F. & D. to this 
effect. 

* * & 
Doubles Rent Of Club 

One straw showing the way the wind 
is blowing in the William Street section, 
as far as the future of that district is 
concerned as an insurance center, is 
shown by the fact that an important 
club in the district (the membership is 
about 50 per cent. insurance) has been 
notified by the landlord that its rent has 
heen doubled. 

T am also informed that one of the 
insurance companies, which moved away 
from the insurance district in order to 
occupy an uptown location, is talking of 
moving downtown again. 

The real victory for the district, of 
course, was the decision of the National 
Board to construct its new building at 
John and Gold Streets. 

* *k * 
Where Pessimism Reigns 

I have been amazed at some of the 
stories which I have heard about burg- 
lary insurance claims, not only as illus- 
trating the low standards of honor 
shown by policyholders, but also the at- 
titude of some of the claim departments. 
Some insurance lawyers inform me that 
there are certain claim departments in 





this town which look with suspicion on 
every burglary claim that comes in, and 
not only give it the once-over, but put 
it under the magnifying glass. In fire 
insurance, companies go to court only 
when forced to do so; they hate litiga- 
tion. In New York City this is not 
true with some of the companies oper- 
ating burglary departments. If they 
have any suspicion at all they are ready 
to fight. 

This attitude is deplorable in many re- 
spects because it creates antagonism to 
the entire structure of insurance and 
at a time when there is considerable talk 
of propiating and cementing “public 
relations.” There are one or two com- 
panies which are having such tough luck 
with their burglary departments that 
one cannot help wondering why they 
continue writing the line. If it is such 
a Jonah in this city as they say it is, and 
the percentage of crooked cases is so 
large, it might be advisable for those 
companies to concentrate on some other 
divisions of the business. 

Here is an incident which has come 
to my attention and which illustrates 
why there is so much pessimism amons 
burglary adjusters: 

The wife of a friend of mine wer 
into one of those little jewelry shops off 
Fifth Avenue which have built up a spe- 
cial clientele. She was admiring a ring, 
but told the jeweler she could not afford 
to buy it as it was something like one 
she already owned. 

“Why not get on the ferry and toss it 
into the Hudson?” suggested the jeweler 
calmly. “You have it covered under a 
policy.” 
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Greatly shocked, she commented: 
“Why that would be crooked.” 

“Oh, I don’t know. There are some 
very nice people who have done it,” he 
said. 

x * * 
Hewitt Writing in Philadelphia 

Charles A. Hewitt, who has been writ- 
ing about insurance people for years 
and who at one time was editor of the 
“Insurance Post” in Chicago, is now 
turning out editorials and gossip for the 
“United States Review” in Philadelphia. 
In the January 25th issue of “Provident 
Notes,” published by the Provident Mu- 
tual Life ef Philadelphia, he received 
two quotes, which proves that he has 
not forgotten how to write. 

x* * * 


To Visit Two Head Offices As a Reward 
For Production 


Haas & Howell, a very live insurance 
office which has the general agencies of 
both the Maryland Casualty and the Fi- 
delity & Deposit, is running an Acci- 
dent and Health contest, the winners to 
have a trip to Baltimore, where they will 
see both the Maryland Casualty and the 
Fidelity & Deposit in operation. As far 
as The Eastern Underwriter knows, this 
is the first contest of the kind ever held, 
the goal of many of the other contests 
being a trip to the home office of one 
company. Both the Maryland Casualty 
and the Fidelity & Deposit have several 
interesting things up their sleeves to 
present to the Georgia crowd when they 
arrive in Maryland. 

* ok OF 
Agent Has Run-In With Loomis 


Frank Loomis, who runs the insurance 
department of the Chicago “Evening Post” 
and who was in New York this week, had 
a run-in recently with one of the most 
prominent agents in Chicago because he 
wouldn’t run a long story on his page 
about the failure of a reciprocal. He said 
to me: 

“T am not playing yp any insurance com- 
pany failures whether they be reciprocal 
or stock. It leaves a bad impression when 
these things are featured. When the agent 
raised the fuss with me because I didn't 
spill the reciprocal failure all over the 
paper I told him that there had been a 
stock company failure in the South and 
asked him if he was peeved because I 
hadn’t given that a couple of columns.” 


* * * 


Cross-Word Puzzle Psychology 
It is quite remarkable the way in 
which the Cross-Word Puzzle fad has 
taken hold of the insurance offices. I 
notice that about fifty of the publica- 
tions gotten out by insurance com- 
panies for their field forces have run 
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some kind of a Cross-Word Puzzle for 
the delight, or the maddening of their 
readers, and scarcely_a day goes by with- 
out several of these brain-teasers pre- 
senting themselves. 

And don’t make any mistake about 
their not attracting attention and mak- 
ing the publication read. The trick is 
in not making them difficult. There is 
a certain thrill in being able to fill out 
all those blank squares, with a corre- 
sponding irritation at failure. Several 
daily newspapers in New York are run- 
ning Cross-Word Puzzle contests. The 
object, of course, is to increase circula- 
tion. The pioneers put in too many 
puzzlers, whereupon the New York 
“Graphic,” one of the tabloids, entered 
the arena with easy ones, and immedi- 
ately its circulatio, which had been lag- 
ging, went up sensationally. One of the 
insurance papers ran a Cross-Word 





Agents, Brokers— 


1 





LOESCH 


MmMOAOMlD 
























































= 

= 

sr | 

=] 
<>aD AD 























LOESCH 


mOaWDOMD 














4 





Puzzle that was originated by a member 
of the staff—a highbrow. The demand 
on the intellect was such that the read- 
ers could not “get it,’ and it was a 
failure. 

_ Just to show how the idea is spread- 
ing, I am including on this page a cross- 
word advertisement which was inserted 
in an insurance newspaper by George 
Loesch, the energetic manager here of 
the Manhattan Life. 

* ok * 
Beat a Graceful Retreat 

I hear that one of the top casualty execu- 
tives who sent out some literature sharply 
criticising a Chicago office which runs its 
own Lloyds but which was connected with 
a reciprocal which is no longer reciprocat- 
ing was charged with circulating some mis- 
information; and, when convinced of the 
fact made a graceful apology and sent an- 
other letter to his mailing list setting the 
matter right. This mailing list consisted of 
5,500 brokers or agents and brokers. So 
his postage stamp bill in this connection 
was for 11,000 envelopes. 

The original matter consisted of a re- 
print from an insurance paper which had 
its facts wrong and made a correction the 
following week. Incidentally, one of the 
members of the Chicago office under criti- 
cism, is a millionaire. 


DECLARES STOCK DIVIDEND 


The Massachusetts Bonding has de- 
clared a stock dividend of $500,000, or 
33 1/3% of its present capital stock. 
Upon the completion of this transaction 
the paid-up cash capital of the company 
will total $2,000,000, with a net surplus 
of over $1,300,000, on the basis required 
by insurance departments, making a sur- 
plus to policyholders of over $3,300,000. 


COVERING HEATING BOILERS 


The Continental Casualty has added 
another feature, covering residence 
heating boilers, to its home protection 
policy which already covers loss from 
burglary, theft, larceny, robbery, glass 
breakage, employers’ liability and public 
liability. 
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Sends Three Addresses 
To Its Agency Force 


COMPULSORY AUTO POINTERS 





Prominent Company Wants Its Repre- 
sentatives Posted When Legisla- 
tures Take Up Subject 


One of the large casualty companies has 
sent to its agents three of the best papers 
which have been prepared to date on the 
subject of compulsory automobile insur- 
ance. The papers are those of Commis- 
sioner Monk of Massachusetts, Austin J. 
Lilly, general counsel of the Maryland Cas- 
ualty; and Henry Swift Ives, of the Cas- 
ualty Information Clearing House. These 
papers correctly reflect the opinion of the 
best minds in the business on the subject. 

The addresses were sent to the agents 
to prepare the latter with arguments and 
data in order to protect their interests 
when legislatures meet. Accompanying the 
addresses the agents are presented with the 
following summary of thought and philos- 
ophy : 

Compulsory Automobile Insurance is to- 
day the subject of investigation by numer- 
ous Legislative Committees, and will un- 
doubtedly come before seventy-five per 
cent or more of the State Legislatures dur- 
ing the year 1925. 

It is of interest to the general public. 

It is of particular interest to the busi- 
ness of Insurance. 

Is such legislation necessary,—or is the 
argument for its necessity based upon well- 
meaning but ignorant exaggeration of the 
extent of the evil, and a complete misun- 
derstanding of the source of the evil which 
it is designed to remedy? 

Is it a remedy,—or is it an insidiously 
dangerous palliative? 

Conceding the ostensible worthiness of 
its immediate purpose,—what are its ulti- 
mate implications ? 

Does it ultimately and inevitably imply— 

A tremendous increase in the number of 
automobile-accident claims and suits? 

A tremendous increase in the expense of 
settlement of such claims and suits? 

A tremendous increase in the cost of 
Automobile Liability Insurance? 

Monopolistic State Insurance? 

An extension of State Bureaucracy? 

Politically controlled State Insurance 
Funds? 

The Government in business,—more and 
more in more business ? 


MAKES GOOD SHOWING 


The Massachusetts Bonding & Insur- 
ance Co. of Boston, in its annual finan- 
cial statement as of December 31, 1924, 
shows admitted assets of $9,078,670 and 
a surplus to policyholders of $3,301,598. 
The company’s premium reserve amount- 
ed to $2,913,265, and its reserves for 
claims totaled. $2,301,139. 





DEVELOPING LITERATURE 


Frank C. Carstens, assistant sales man- 
ager of the forgery bond department of 
the National Surety, has taken over the 
development of sales literature that was 
formerly handled by W. L. Barnhart. This 
work consists of getting together material 
that will promote sales on forgery bonds. 
Mr. Carstens has been in the forgery bond 
department of the company since its organ- 
ization about four years ago. 


BRITISH COMPENSATION 





Returns Made in Seven Great Groups 
of Industries Show Increase in Costs 
for Year 1923 


The Home Office of the British Gov- 
ernment has just issued a parliamentary 
paper under the cumbersome but ex- 
planatory title of “Statistics of Com- 
pensation and of Proceedings Under the 
Worker’s Compensation Act, 1906, and 
the Employers’ Liability Act, 1880, Dur- 
ing the Year 1923.” 

The paper shows that there is an in- 
crease over the figures for 1922, both 
in the number of cases and the amount 
of compensation paid. The number of 
persons who came within the provisions 
of the first-named Act in the seven 
great groups of industries in which re- 
turns are called for—mines, quarries, 
railways, factories, docks, constructional 
work and = shipping—was 7,342,311, as 
compared with 7,205,609 in 1922. The 
number of claims rose from 392,912 in 
1922 to 480,035 in 1923, an increase of 
22.2%, and the compensation paid rose 
from £6,495,728 to £7,134,096 (from $32,- 
478,640 to $35,670,480), a» increase of 
98%. 

Attention was drawn in the volume 
for 1922 to the remarkable rise during 
the last few years in the number of 
cases and compensation paid in the min- 
ing industry. This movement was con- 
tinued in 1923, the mines accounting for 
almost the whole of the increase in the 
fatal cases and a large proportion of the 
increase in the non-fatal cases. 

The total number of cases under the 
Workmen’s Compensation Acts which 
were taken into Court in Great Britain 
in 1923 was 6,142, as compared with 
5,343 in 1922. The decision in 2,697 of 
the 1923 cases was in favor of the 
apnlicant. 





SHOWS GAIN IN PREMIUM 


The financial statement of the Metro- 
politan Casualty as of December 31, 
1924, shows total assets of $3,988,435, 
and a surplus to policyholders of $1,- 
774,449. The net premiums for 1924 
amounted to $3,214,138, an increase of 
$1,923,430. The reserves for unearned 
premiums amounted to $1,570,475, the 
reserves for unadjusted premiums to- 
taled $385,202, and the reserves for Fed- 
eral and State taxes was $54,538. 





ROYAL’S RATE CHARTS POPULAR 
The rate charts of the Royal In- 
demnity, which have been found to be 
very popular with the agents ani 
brokers of the city, have been extended 
to include accident and health policies. 
The reason for their popularity is that 
the agent or broker can quote instantl, 
and accurately rates and other data 
contained in them. The other charts 
issued by the Royal from its metropoli 
tau department cover automobile, burg- 
lary, liability and steam-beiler lines. 


WRITES $1,000,000 BOND 


William D. MacGinnis, newly elected 
treasurer for the State of Colorado, has 
been placed under $1,000,000 bond, the State 
of Colorado paying the premium of $2,500. 
The bond was written by R. B. Dergance, 
regional agent for Colorado for the Iederal 
Surety company. H. W. Blackburn, man- 
ager for the company in the Rocky Moun- 
tain regions has approved the grant. 





G. A. GOETSCHIUS, President 


GREENE & GOETSCHIUS, Inc. 


83 MAIDEN LANE, NEW YORK 
CHAMBER OF COMMERCE BLDG., NEWARK, N. J. 


ALEXANDER GREENE, Vice-Pres. 





We invite inquiries from agents controlling desirable business 





Eastern Managers: 
NORTHWESTERN CASUALTY & SURETY CO. 





Metropolitan Automobile Managers: 
FIREMAN’S FUND INSURANCE CO. 
HOME FIRE & MARINE INSURANCE CO. 




















Massachusetts 


Bonding «xd Insurance Company 


Home Office, Boston, Massachusetts 


Seventeenth Annual Statement—December 31, 1924 


Paid-up Cash Capital - - $1,500,000.00 


ASSETS 


Government Bonds........................... 


State, County and Municipal Bonds 


OE 6 oi eis keke Nie sncedabaenst dc 
Premio Wire amass. conc ck veces acs: 


Miscellaneous Bonds 


Bank and Other Stocks....................... 
RB PIRNOO fo eke Siti Manse da dhe eee aans 


Unpaid Premiums—not overdue 


Cash in Office and Banks...................... 


Accrued Interest and Other Assets 


ADMITTED ASSETS. .... 5... cc ccccscnee 


Premium Reserve...................ccceeeeees 
I NS ok kkk ds weeds osc cceeans 
pg eee ee 
Reserve for Commissions .................... 
Reserve for Reinsurance and Other Liabilities. 


Total Reserves and Liabilities, except Capital. . 


re re $1 500,000.00 

I 63 2583 Poot Sariansneane 1,801,598.02 

Surplus to Policyholders..................... 
I 35's Ges ka bon oak tae 


The Company writes 


$1,554,804.00 
1,826,001.19 
1,063 ,375.62 
798,020.00 
441,250.00 
636,179.00 
413,268.15 
1,141,562.45 
1,111,427.91 
92,981.90 


$9 078,870.22 


$2.5913,265.78 
2.301,139.40 
183,651.78 
283,306.27 
95,908.97 


$5,777 272.20 


3,301 ,598.02 


$9 078,870.22 


FIDELITY AND SURETY BONDS 


Automobile Liability, Automobile and Teams Prop- 
erty Damage, Collision, Public Liability, Golfer’s 


Liability, 


Elevator, Accident, 


Health, 


Burglary, 


Theft, Messenger Hold-Up, Robbery and Plate Glass 


JOHN T. BURNETT, 


NEW YORK OFFICE: 
W. H. CONROY, Vice Pres. 
140 William Street 
Telephone: 1701 Beekman 


Insurance. 


T. J. FALVEY, President 


Secretary-Treasurer 


BROOKLYN 


NEWARK OFFICE: 
JOHN GIBLON, General Agent 
703 Firemen’s Building 
Telephone: Mulberry 283 


C. W. FLETCHER, 


Comptroller-Asst 


Treas. 


OFFICE: 


E. T. WARNER, Res. Mgr. 
44 Court Street 
Telephone: Main 4869-4870 
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National. Liberty Insurance Company 


OF AMERICA 


Incorporated in New York in 1859 


Head Office—709 Sixth Avenue, N. Y. 


66th ANNUAL STATEMENT 


January Ist, 1925 




















ASSETS LIABILITIES 
Bonds and Stocks... .......4. SIO, SIZ BI) «Capital «ones tcsveesssasiaws $1,500,000.00 
Loans on Bond and Mortgage = 1,218,500.00 Premium Reserve...........  7,398,203.85 
ons ee eee 970,994.94 Reserve for Losses.......... 939,359.83 
Interest accrued. ........... 101,428.72 Reserve for Taxes and all 
a a a ae) ee other Liabilities.......... 348,000.00 
BORE hiisivadtuaved ancenenpes 15@44/3.2/ Wet Surplus... ....+s.000%. 4,003,663.25 
TOCA AsGOtS ou cds ceca. $14,189,226.93 Total Liabilities ........ $14,189,226.93 
[eberenee 1k AGGIE kk odds deca ee eek eas $1,670,710.22 
Increase in Unearned Premium Reserve... 638,051.30 
incrense 10 PGt BMTONS....« «2. 6 eke sees 1,000,770.06 
(After payment of Dividends) 
merease in Prensimins ... ...5... coins sew cswe 718,341.89 © 


Surplus to Policy Holders, $5,503,663.25 


OFFICERS 
GUSTAV KEHR, President 
CHARLES H. COATES, Vice-President L. PFINGSTAG, Vice-President and Secretary 
G. H. KEHR, Vice-President JOHN E. SMITH, Secretary 
GEORGE U. TOMPERS, Vice-President B. B. WEAVER, Assistant Secretary 


ALFRED J. BARRETT, Comptroller 





HERBERT A. CLARK, Manager WESTERN DEPARTMENT, 207 No. Michigan Blvd., Chicago, III. 





BROKERAGE DEPARTMENT, 122 William Street, New York City 
BROOKLYN OFFICE, 198 Montague Street 


UPTOWN OFFICE, Liggett Bldg., 42d Street and Madison Avenue, New York City 
MARINE DEPT., 3 So. William Street, Carpinter & Baker, Managers, New York City 
LEWIS & GENDAR, New York City Agents, 1 Liberty Street 


LOSSES PAID SINCE ORGANIZATION - - - - - - = = = = = $62,242,000.00 























